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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million thrifty, 
far-sighted persons banded together for mutual protection, whose combined insurance 
aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves guarantee 
its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total Payments to 
Policyholders and beneficiaries since organization total $1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) were paid 
within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the Society. 
Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and it has set aside 
$26,148,772 to pay the Refunds due in 1922. 

It was the first company to make policies incontestable after one year. 

It was the first company to demonstrate that a policy could be paid as promply as a 
bank draft. 

It was the first company to insure large numbers of employes in a body on the Group 
Insurance plan, with scientific medical inspection substituted for personal medical 
examination. 

It has devised the Home Purchase Plan of insurance whereby a man of moderate 
means can own his own home and pay for it conveniently whether he lives or dies. 
It has developed a programme for the education and training of its agents in the prin- 
ciples of life insurance and in modern salesmanship. 

It maintains at its Home Office an Inheritance Tax and Business Insurance Bureau 
for the benefit of the insuring public. 

Its policies are liberal, clear and comprehensive, readily adaptable to the diversified 
needs of the insuring public. 
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120 Broadway, New York 
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OUTLOOK BRIGHT, FOR 
EASTERN COMPANIES 


Life Men of Philadelphia Are 
Enthusiastic Over Changed 
Conditions 








NEW HIGH RECORD MADE 


Deny That it Is Harder to Sell Life 
Insurance During Summer Than 
at Other Times 


PHILADELPHIA, PA., May 29.— 
Life insurance selling throughout the 
East has undergone a subtle change 


during the past few weeks, according to 
managers and general agents in Phila- 
The change consists not ex- 
a revival of business but in 
grade. The agents 
systematically, 


delphia. 
actly in 
striking an easier 
are working more 
money is easier, the post-bellum depres- 
sion is wearing off and there is a cer- 
tain buoyancy in the air that was not 
noticed at the beginning of springtime. 
New High Records Made 

Many facts are cited to support this 
feeling of optimism. Almost without 
exception the companies report in- 
creases in production since the first of 
the year, especially in April and May. 
Companies, agencies and individuals 
made new high records in April a few 
of them being: ‘ 

(1) The Philadelphia agency of the 
Mutual Life of New York announced 
April business was the best in its his- 


tory, more than $2,000,000 written in 
the month and more than $1,000,000 
paid for. 


(2) The industrial office of the Pru- 
dential in Philadelphia wrote $6,000,- 
000 ordinary business during one week 
in April—the best week in its history. 

(3) R. J. Snead, of the Philadelphia 
Life, secured $60,000 in paid-for busi- 
ness the first five days of April, which 
was a new high individual record for 
the company. 


How About the Summer? 


The question naturally arises: “Will 
there be a let-down during the sum- 
mer months?” 

“Not with the Philadelphia agency 
of the Mutual Life!” is the reply of 
Manager Thomas P. Morgan, Jr. “On 
the contrary, we are planning a cam- 
paign to make August the most produc- 
tive month of the year. Most of the 
life agents take vacations in August, 
which leaves less competition for us. 
We will urge the members of our sales 
force to forego their usual summer 
vacations this year, with the excep- 
tion, of course, of an occasional Sat- 
urday off, in order to spike the fallacy 
that it is hard to sell insurance in the 
summer.” 

“Don’t the men 
the sake of their 
Morgan was asked. 

“Another fallacy,” he replied with a 
smile. “It all depends how much the 


need vacations fcy 
own health?” Mr. 





LINDQUIST QUITS POST 


F. A. DICKEY SUCCEEDS HIM 


Minnesota Commissioner to Become 
President of Travelers Equitable 
of Minneapolis 


ST. PAUL, MINN., May 431. 
Gustaf Lindquist has re signed as insur- 
ance commissioner of Minnesota. An- 
nouncement of the acceptance of his 
voluntary resignation was made by 
Governor Preus, Saturday, with the ad- 
ditional statement that F. A. Dickey of 
Minneapolis is appointed to fill the va- 
cancy, effective June 1. Mr. Lindquist’s 
official term would not have ended until 
January 1, 1923. 

Mr. Lindquist will become president 
of the Travelers Equitable of Minne 
apolis, and vice-president of the Insur- 
ance Holding Company, authorized to 
hold controlling interests in stock of 
other companies, reinsure, and consoli- 
date such companies. 


Lindquist Experienced Man 


Mr. Lindquist was formerly in the in 
surance business for many years, first 
as a general agent, then as representa- 
tive of the Scandia Life, now the Mutual 
Trust Life of Chicago. Politically, he 
was secretary to former Governot 
Burnquist and also chairman of the 
state Republican committee. In_ the 
latter capacity he was the man who 
called the so-called “Elimination Con- 
vention” in which Republican aspirants 
for governor joined for endorsement ol 
some one as party candidate. Mr. 
Preus won out, and Mr. Lindquist’s ap 
pointment as insurance commissioner 
followed Preus’ election. 


New Commissioner's Career 


Mr. Dickey 
in 1872. He has been in the life 
ance business for 25 years 10 years 
with the National Life of Vermont, the 
past 15 years as northwest manager and 
general agent of the Security Mutual 
Life of Binghamton, N. Y. He has 
this company’s star agency for some 
years, producing between $2,000,000 
and $3,000,000 annually mainly in Min- 
nesota, in part in the two Dakotas. In 
the last gubernatorial campaign he was 
active in Governor Preus’ interests as 
a member of the Hennepin county 
(Minneapolis) Republican committee 
and was recently elected its chairman, 
succeeding Arch Coleman, who lafely 
was named Minneapolis postmaster. 


was born in Minneapolis 
insygE- 


man loves his work. I myself haven't 
had a vacation for 20 years. I don’t 
need one. There is enough fun in the 
insurance business to suit me. And as 
for selling in August, if a million people 
the citv there will still be a mil- 
prospects left. We estimate that 
population 


leave 
lon 


only about 7 percent of the 
of Philadelphia are insured as much 
as thev should be.” 
New Life in Business 

Mr. Morgan agreed that business 
venerally had taken on new life dur- 
ine the past few weeks. “People have 
more money now.” he said “Two 
months ago our men complained that 


(CONTISTED OW PAGE 15) 





TRAVIS IS ON WARPATH | DIVIDEND INCREASE 


RAPS EXAMINATION METHODS 


Kansas Official Says Some States Are 


Ignoring Commissioners’ Conven- 


tion Rules. 
FOPEKA, KAN., May 31.—Superin- 
tendent Travis of Kansas, is getting 
ready to raise a row among the in- 


commissioners because of fail- 
observe the convention rules 
examination of insurance 
In the last few months dif- 
ferent state departments have con 
ducted examinations of some of their 
companies and the reports of the ex 
aminations have been sent out as con- 
vention examinations, when only the 
home state had participated in it. 

notion that the examina- 


surance 
vre to 
regarding 

companies. 


“IT have no 


tions were not properly made,” said 
Colonel Travis. “But I do not believe 
that any company should be examined 
unless some other than the home state 
department assisted in the examina 
tion provided of course that the com- 
pany does business in more than one 
state 


Outside States Should Participate 


‘A company doing business in sev- 
eral states ought not to be put to the 
expense of several examinations when 
i convention examination would do the 
work quicker and be more satisfac 
tory to everyone. There ought to be 
representatives of at least one outside 
state for these examinations and they 
should be authorized by the commit- 
tee. 

rhe Convention of Insurance Com- 
missioners long ago worked out a 
complete system for examination of in- 
surance companies. What I want to 
know is why some of the commissioners 
are not following these rules and the 
plans of the convention. This depart- 
ment is likely to be forced to make 
some examinations where the compan- 
ies have just been examined by their 
home state. If the home state had 
asked for a convention examination 
much time and expense to the depart- 


ments and the companies could have 
been saved.” 
Several Instances Reported 
In the last few weeks it has devel- 


oped that an examiantion was asked by 


EXPECTED NEXT YEAR 





Vice President Buckner of the 
New York Life Makes the 


Announcement 


LEADERS WERE HONORED 


Laiger Home Office Building Will Be 
Required by the Company 
in Few Years 





CLEVELAND, OHIO., May 29. — 


\t the meeting of the agents of the 
“Great Middle Department” of the 
New York Life Vice-President T. A. 


was roundly cheered when he 
that, effective next January, 
he expected the annual dividends to be 


Buckner 


announced 


increased from 15 to 18 percent on all 


forms of policies. The additional divi- 


lend which the company has been pay- 


ing about every five years is derived, 


he explained, from mortality savings— 


death losses not being as large as ex- 


pected. 
will un- 


Che growth of the company 


doubtedly require the erection of a 


much larger home office building within 


a few years. It may be built upon the 
site of the famous Madison Square 
Garden, which is now owned by the 
company. Mr. Buckner humorously 
remarked that the New York Life 
should not be blamed for the prize 


that the present man- 
a three-year lease on 


fights held there, 

agement still held 

the premises. 
Mention was also made of plans for 


greater welfare work among the com- 
pany’s employees 
“A life insurance company,” Mr. 


Buckner said in closing, “can never be 


any stronger than the source upon 
which it depends—you, the agency 
| force. We need a thousand more like 
| you sad 

Agents came to the meeting from 
Michigan, Indiana, Kentucky, West 
Virginia and Ohio. 

Vice-President Thomas A. Buckner 
was the principal speaker. Other of- 


several states for one big company | 
which does business in 12 or 15 states. 
The company and the home state de- 
partment then announced that the 

home state had just completed an ex- 

amination, which required 40 days to 
complete, and naturally, objections 
were raised to the additional expense 
and time. The convention examina- | 


tion is to be made. There have been 
several similar instances reported to the 
Kansas department in the last few 
weeks 





Gets Indiana License 
[he Chicago National Life received 
its license from the Indiana department 
last week and is now completing ar- 
rangements for entering that state. Its 
proposed purchase of the Gary National 





Life is progressing rapidly and within 
a very short time the reinsurance deal 
will be entirely completed 


ficials present were Dr, Oscar Rogers, 
chief medical director, and William 
Pearson, secretary Eugene Andrews 
of Chicago and J. J. Parker of Cleve- 
land, agents’ counsellors also took part 
in the program. W. O. Baldwin of 
Detroit, inspector of agencies for this 
department, acted as chairman, 


Buckner Testimonial 


At the opening session a detailed re- 
port was given of the “Buckner Testi- 
monial,” a special drive for new busi- 
ness which was carried on by the 6,700 
agents of the eompeer during March 
and April. Mr. Parker reported for 
Cleveland, that the local office produced 
over $5,000,000 which consedirably ex- 
ceeded its March and April business 
last year, and that 18 local agents had 
already paid for sufficient business to 
make the $200,000 Club. The Cleveland 








agency expects that at least 45 men will 


qualify by August 15, when the year 
ends. 
The “Big Club” of the New York 


Life was started 25 years ago, in honor 


of Mr. Buckner. A special effort is now 
being made to bring its membership 
up to 1,000. 


Diebel Is the Leader 


Edward J. Diebel of Youngstown 
was introduced as having paid for the 
largest business in the “Great Middle 
Department” during the’contest, about 


$400,000 during the two months. Mr. 
Diebe! has been with the company 
about 25 years, and was elected presi- 
dent of the $200,000 Club in 1919, 
with a paid-for business of $2,800,000. 

Max M. O'Zersky, agency organizer 
of the Cleveland office, leads the five 
states in the department on new or- 
ganization He has also made the big 
club for the past ten years. Clarence 
W. Ward, who about a year ago waé 


appointed agency organizer for the new 


West Side office in Cleveland, made 
second place among the organizers in 
the group. 
Vice-President Buckner’s Talk 
In his interesting and forceful ad- 
dress Vice-President Buckner empha- 
sized the noticeable improvement in 


general business conditions throughout 
the country. “Bonds,” he said, “are 
going higher. Liberty bonds will soon 
be above par. A loss to the company 
of about $10,000,000 on account of the 
influenza epidemic has_ been nicely 
equalized by unusually favorable mor- 
tality during the past year.” He ex- 
plained the reasons for changing the 
company’s assets to a market-value 
basis The book loss of $56,000,000 
which resulted prevented going over 
the billion mark in assets last year, but 
is rapidly being more than made up by 
the steady increase in the market value 
of securities held. 

Mr. Buckner stated that the com- 
pany sold out its European business at 
a profit of $5,000,000, the chief reason 
for withdrawing being the speculative 
hazard of fluctuating foreign exchange. 
rhe German mark, for example, which 
formerly was listed at about four for 
a dollar declined in value to one-third 








of a cent 

NEW REINSURANCE COMPANY 

Organize Reinsurance Company of 
Canada in Waterloo, Ont., First 


In Canada for Life Only 


The Reinsurance Company of Can- 
ada, the first exclusive life reinsurance 
company to be organized in Canada, 


was definitely launched at a meeting in 
Waterloo, Ont., last week. This com- 
pany, chartered with an authorized cap- 
ital of $2,000,000, has been organized 
through the efforts of the officers of 
the Ontario Equitable Life of Waterloo. 
Due to the efforts the directors and 
agents the Ontaria Equitable, the 
first selling of stock, offered about April 
1, was entirely consumed within a few 
The company beginning 
business with immediate connections, 
the Ontario Equitable having four 
American and ten Canadian companies 
in reinsurance connections, and the 


of 


ol 


1 . 
weeks 18 


ac- 


tual insurance now issued is $160,159. 
At the first meeting J. C. Haight was 
chosen chairman, having presided over 


the organization meeting of the Ontario 
Equitable shortly over a year ago. \t 
a subsequent directors’ meeting, S. 
Charles Tweed was elected president, 
the other officers being as follows: Sen 
ator H. W. Laird, James A. Martin, M. 
W. Doherty and E. C. Mitchell, vice 
presidents; M. J. Smith, secretary; A. 
J. Huenergard. actuary; Dr. W. L. Hil- 
liard medical director, and J. C. Haight, 
solicitor 


A. MacKenzie of the Manufacturers 
Life has heen elected chairman of the 
Canadian Life Officers Association. while 
Mr. Robertson of the Dominion Life con- 
tinues as secretary 
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DR. MUHLBERG’S VIEWS 





ADDRESSES CLEVELAND MEN 





Union Central Life Medical Director 
Touched on Some Important Points 


in His Talk ‘ 
CLEVELAND, O., May 29.—Dr. 
William A. Muhlberg, medical director 
of the Union Central, addressed the 


regular May meeting of the Cleveland 
Life Underwriters Association. After 
some preliminary remarks touching the 
matter of selection and rejection of 
risks, Dr. Muhlberg took up a number 
of questions submitted by members ot 
the association. His treatment the 
problem of high blood pressure was 
especially interesting, he showed 
that a man so afflicted is often wholly 
unaware of his danger, and continues 
to feel well until he is suddenly seized 


or 


as 


with a stroke of apoplexy, finds he has 
brights’ disease or a leakage of the 
heart. 

Dr. Muhlberg pointed out that high 


blood pressure occured most frequently 
among the intellectual, executive type,— 


the man who is carrying a lot of re- 
sponsibility. 
Goitre Is Common 
“Goitre,” he said, “is very common 


so in 
world 
two 
ordi- 
most 


more 
the 
are 
not 
by 


in this part of the country, 
fact than anywhere else in 
except Switzerland. There 
types. Persons afflicted are 
narily considered good risks 
companies.” 

He described the glucose test for de- 
tecting sugar, and explained the signifi- 
cance ,of albumen and casts. Also 
mentioned the different kinds of tumors 
sometimes associated with stomach 
trouble, and described their effect, from 
the standpoint of medical selection. 


Effects of the War 


Asked whether the war would have 
any outstanding effects on the future 
mortality of American life companies, 
the speaker replied in the negative. 

“It is rather a peculiar thing,” said 
Dr. Muhlberg, “that the impairment 
that we dreaded most in our war ex- 
perience, namely: gassing, is the one 
that has given rather surprising results. 
It is only natural to assume that where 
a boy’s lungs have been badly burned 
with chlorine gas that those lungs 
would be permanently injured, but as a 
matter of fact the poison gases act in 
one of three ways: they either killed the 
man very promptly; they lighted up an 
old lung condition, or chronic bronchitis 
and the boy usually died within three 
or four years, or else a very prompt 
recovery took place without any injury 
the lung at all. In other words, 
poison gases acted like the influ- 
enza epidemic. The last epidemic of 
influenza in 1918 was somcnmeueied by 
a very severe bronchial pneumonia in 
which both lungs were badly inflamed, 
profuse hemorrhages occurred and one 
would imagine the-most serious damage 
would be to the lungs. However, 
it was found in those cases the fully re- 
covered never had any bad after effects, 
and 


to 
these 


we thought it would light up the 
old tubercular cases, but it hasn’t even 
seemed to do that, so I don’t believe 


the war is going to have influence 
on it.” 


Dr 


any 


Muhlberg took up a number of 


other interesting factors entering into 
medical selection, and his remarks, 
made in his quiet, scholarly yet definite 
manner, held the closest attention of 
the big audience. 
National Reserve in Iowa 

The National Reserve Life of To- 
peka, Kan., has been admitted to Iowa. 
George Godfrey Moore, president of 
this company, has had a long experi- 


ence in life insurance work. 





GROWTH OF INSURANCE 
BUSINESS REVIEWED BY LOVE 


Former Texas Commissioner Tells of 
Great Boom For Life Protection 
Due to War 


The insurance growth, both in Texas 
and in the nation at large, was reviewed 
before the Good Fellowship Club of the 
American National in Dallas last week 
by Thomas B. Love, former commis- 
sioner of insurance and banking of the 


state. Mr. Love, who was the first to 
hold that office upon its creation in 
1907, has constantly followed life insur- 


ance through its rapid development and 
wave an interestifig review of its history. 
He spoke of the growth of the Texas 


| business from a total of $17,000,000 new 





business in the year preceding his office 


to the writing of $192,600,000 last year 
by the 14 home companies alone, 
ilthough in the year first mentioned 
the entire 21 companies that were later 
forced out by the Robertson law were 
writing. Much of the tremendous 





THOMAS B. LOVE 

growth of recent years in the business 
as a whole credited by Mr. Love to 
the spreading of the gospel of life in- 
surance by the war risk insurance 
issued by the government. Mr. Love 
continued as follows: 


1s 


Boom From War 

Texas and of the 
were strongly im- 
of life insurance 
War Risk Insur- 


“The people of 
nation undoubtedly 
pressed with the value 
by the passage of the 
ance Act on the recommendation of 
Secretary of the Treasury William G. 
McAdoo in 1917, .shortly after we 
entered the World War, and the writing 


under his supervision of life insurance 
on the lives of nearly all the 4,000,000 
American soldiers and sailors engaged 
in the war, aggregating $40,000,000,000 
insurance, a greater amount than has 
ever been carried at one time on the 
books of all the life insurance com- 
panies of the world put together. I be- 
lieve the records prove that this ac 
complishment of the government and 


the people gave life insurance its great- 
est boost in all history. These approxi- 
mately 4,000,000 policies averaged more 
than $9,000 each. This recognition of 
the value of life insurance by the gov- 
ernment and expression by the govern- 
ment of the idea that if at all possible 
every citizen should carry $10,000 of 
life insurance protection for the benefit 


of his loved ones, was most effective, as 


the records show. 

“During the year 1916, the last year 
before we entered the war, all life in- 
surance companies doing business in 
the United States wrote $3,213,000,000 
of life insurance. The following year, 





| the 


| mately 


| iore 








1917, as a result of the war, approxi- 
mately 1,000,000 of the best insurable 
risks entered the army and navy and 
thus the number of possible insurants 
was reduced to that extent, yet, notwith- 
standing this fact, there was written in 


the United States in that year by all 
companies over $3,840,000,000 and in 
1918, when approximately 4,000,000 of 


the best insurable risks had entered the 
army and the list of possible insurants 
thus decreased, there was written in 
America, $3,987,000,000 of life insurance. 
But the greatest life insurance growth 
to result from this practical object les- 
son was yet to come. At the end of 
1918 the year ended and the 4,000,000 
men were discharged from the army 
and navy and returned to private life. 
The record discloses that they must 
have become both carriers of life insur- 
ance and its apostles as well, for during 
year 1919 the total amount of life 
insurance written by all life insurance 
companies in America leaped to the 
colossal sum of $7,000,000,000 and for 
1920 it reached an aggregate of approxi- 
$8,500,000,000 or more than two 
and a half times as much as was written 
in America by all companies in 1916 be- 
we entered the World War.” 





NEW CHICAGO SAVINGS DEAL 
Northwestern National Operates Pian 
in Connection with Madison and 
Kedzie State Bank 





The 
agency 


recently appointed Illinois state 
of the Northwestern National 
Life of Minneapolis has opened a sav- 
ings-insurance plan with the Madison 


& Kedzie State Bank in Chicago. This 
is the first entry of this company’s 
bank plan in the city of Chicago, al- 
though it has been operated success- 
fully for some time through the north- 
west territory. It is a notable exten- 
sion of the savings-insurance idea in 
Chicago, for the bank is one of the 
largest outside the loop district and 


stands next to the Harris Trust & Sav- 
ings among the Chicago banks linked 
in this manner with life insurance. The 
plan in use is the regular Northwestern 
National Life plan, whereby the 


sav- 
ings account is insured through a whole 
life policy. Life agents do all of the 
soliciting and handle all of the life in- 
surance end of the contract, the bank 
handling entirely the banking features 
and nothing else. There is no inter- 


locking of responsibilities between the 
two institutions. 


Plan Grows Rapidly 

The plan has been in operation only 
three weeks, but has already taken on 
large proportions. During the first 
week of solicitation, $73,000 of life in- 
surance was paid for under this plan. 
T. J. Drohan, for many years a Chi- 
cago broker and general agent, gen- 
il agent in charge of the bank work 
and has developed the business rapidly. 
The Madison & Kedzie bank is one of 
the most aggressive and has one of the 
finest buildings outside the loop. It is 
‘xpected to develop one of the most 
spades of the bank plans in opera- 
tion. It also anticipated that the 
ratio of uninsured prospects that will 
be secured will be even greater in this 
district than in other sections. This 
should build up a greatly increased 
ordinary life business for the Chicago 
ugency. 

The Illinois 


is 
er: 


is 


agency is but two 
months old, the new state agent being 
Harry W. Blount, formerly vice-presi- 
dent and manager of the First Trust & 
Savings Bank of Macomb, Til. How- 
ever, it has grown so rapidilv that the 
standing for the first half of May shows 
the state of Illinois in fourth place of 
all state agwencies of the company. Spe- 
cial mention has been given by Presi- 
dent J. T. Baxter for the rapid growth 
of the district. Several agencies have 
now heen appointed, hoth in Chicago 
and in leading centers throuch the state 


state 


The organization is still lavine plans 
for the development of the state and 
is still looking around for good ma 
terial 
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UNIQUE MANUAL-DIGEST 
IS NOW OFF THE PRESS 


Valuable Life 


Reference Book is Pur- 


Most Insurance 


chasable 


MANY BIG NEW FEATURES 


Information More Handily Grouped— 


Book Is Enlarged This Year, Mak- 
ing 1,415 Pages in All 


New Point of View 


| 


Rig New Features 


) -y to] a 
iK« 


na ve } — WW , 
(CONTINUED ON PAGE 17) 
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GULF COAST WILL QUIT 


IMPORTANT NEBRASKA RULING COMPANY TO BE LIQUIDATED 


Supreme Court of State Holds Com-| Exact Procedure to Be Followed in 


pany Has Right to Show Fraudu. 
lent Misrepresentations Made Not Yet 


Retirement of Mississippi Concern 


Determined 


JACKSON, MISS. May 31.—Following 
the stockholders meeting V. Z. Griffith, 
judze of chancery court in Harrison 
upt e¢ court when reversit county, appointed ©. IH, Hackenthal, «ec. 

| retary of the company, and M. G. Monair, 
a banker at Gulfport, to receive senled 
bids from other companies for the busi- 
\ ’ . ness of the Gulf Const. All bids must be 
from defendi: : rr pat : Sal on file on or before June 8, 
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Unusual Features in Case 


TO START ON NEW ADDITION 


Western & Southern Life Will Extend 
Its Present Home Office Building 
Doubling Its Frontage 


Company Was Deceived 


To R 


nsure Kansas Fraternal 


New Companies in Virginia 
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sides, they couldn’t afford to pay any | just as likely to happen to your widow | 
pre im | if she should be left a lump sum?” 
Blew Bimnaichker Countered Mr. Shalett read a classified adver- COMMENT ON ADVERTISING PLAN 
_ | tisement which the Mutual Life, as a OF THE LIFE UNDERWRITERS BODY 
M Hunsicker countered by showing | test case, had inserted in a Philadel- 
that the widow of a deceased partner | phia newspaper, saying a widow with 
! ight refuse to sell or might ruin the $10,000 would like a pe rfectly sate in- RY CLARENCE AXMAN 
siness by remaining in the partner- | yvestment. More than 100 replies to this matter Mantera Underwriter 
ship and would be liable for any indebt- | were received, many of them obviously 
edie He scored a good point in re from “sharks.” Widows who escape HERE is no reason in the world why ; Frederick L. Hoffman suicide resum 
ird to premiums by saying: “Ti you this trap, the agent pointed out, often "Tins columns of daily newspapers a year, sent to newspapers by the Spec 
don’t include business insurance in your] Jose ali they inherited by advancing shouldn’t teem with happenings of the | ter Company. The “Insurance Press” has 
overhead expenses you may be selling | maney to sons. insurance world—human interest, educa- | been able to obtain free space in many pa- 
our product below cost.” He showed tional, inspirational matter. Everybody | pers with its lump death payment and 
that the inventory price would be on the Practical Idealism acquainted with newspaper practices and | bulk amount of insurance stories. Other 
usiness as it now stands, after the part- lames S. Wood of the Mutual Life | methods knows how pressed are city ed-| insurance newspapers frequently send 
ners had admitted they were expanding. | held the audience spellbound by an in- | "ers m the smaller towns for readable | stories to newspapers which are give 
Why shouldn't the widow get some spirational talk on “Practical Idealism | Matter t ll their columns, and their | wide currency. It all depends on how it 
part of the future earnings, instead of | jy Life Insurance.” He said the strong- | framtic desire to break away from the | is done. 
selling out on a dead concern?” Mr.) est sales argument he had ever heard 
Hunsicker asked. Chis argument wa “Let me add $25,000 to vour es- 
inched the sale, especially as the agent | tate for $625.” He gave a beautiful There seems to be much difference of opinion as to the institutional adver- 
explained that the cash surrender value word-picture of the insurance profes-| ting campaign inaugurated by the National Life Underwriters Association. The 
of the policy constitutes a sinking lund, | sion, citing anecdotes from history and | difference seems to be in the manner of putting on the campaign. There has 
mediate asset He  tacttully | jiterature. “The greatest sales talk in! been some criticism on part of two or three insurance papers. The special com- 
steered away from any talk about rates | pistory.” he declared. “is Mare An-| mittee of the National association on advertising headed by Orville Thorp of 
intil the psychological moment. thony'’s oration over the body of Cae-| Dallas, Tex., believes that it has worked out a scheme that is practical and that 
This demonstration had been re-| sar.” He urged that this be studied | will be constructive. In crder to present all sides of the question The National 
hearsed, but the Shalett-Berlet debate | by the agents as a model for tact. Underwriter has interviewed people who have given special thought to the sub- 
had not. The big obstacle in the sec- \ splendid appeal for “The Dignity | ject. Clarence Axman of New York, the redoubtable editor of the “Eastern 
ond case was that Mrs. Berlet, wife of | of the Calling” was made by Prof. John | Underwriter,” was asked to give his opinion, inasmuch as the “Eastern Under- 
the “prospect,” had considerable money | J)eynis Mahonev of the West Philadel- | WTiter” has been a critic of the proposed plan. 
of her own name and had rich rela- phia High School, who protested against 
tives who would not let her want in| the semi-contemptuous attitude which 
event of widowhood. the public seems to have toward the life | hackneyed ubjects and __ personalities When the National Association of Li 
Objections to Lump Sum insurance agent. which creep in d iy afte r day. Eve rybody Underwriters decide d to employ new 
as a one + ie eae “Why,” he asked, “do men work and knows how littl space 1s given to insur- | paper writer to furnish stories to a k 
| bah ee ee boeige et , rild for the home and then balk at a eee contig ogo - a 2snggiiglen age i = a 
sy . ce ss 4 al - heart that paying the two biggest agencies 1or “NEF nee , “ ne -it ; ets +} a lack ° +. ls — 5 fit “a . ras 1 wer " 
that ther oe em preserving that home—the minister and | G@lference to publicity or their lack of thers BS Neen SOE Cm, SOWeN 
your money and not your wiles money the life insurance agent? Isn’t it funny knowledge in how to handle newspaper of the manner in which the campaign has 
will support her after your death. You 1 ews taking | People. een led Possibly, there is 
take a peculiar pride in doing things | “CW # ™@n wr em and haw at taking " rah a 
: . , _| insuranee, and then when he has it as , : 
vourself, You want to take care of your 7 a ee A [he newspapers, however, must be ap- | in too amateurish a fashion; and _ thi 
2 will go out and boast about it: . : ao “ 1 
family, even im your gravy It would proached intelligently. They will not per- | more progress would have been made it 
give you satisfaction to be sure that |} —-- mit the insurance interest or any other to | the executive ceuncil of the National As 
your widow could never outlive her in- , _— Z use their columns as a dumping ground | sociation of Life Underwriters had see 
com No trust company could guar- mB. ol nee Senay, for straight out press agency material. | fit to consult with some of the insurance 
ntee this If you paid your employes | agency of the Bankers Life, left Los An There are thousands of stories, however, | newspaper men who have had the advar 
y the year, what would happen? Many | geles last week on a trip to his old home | which will be welcomed if correctly pre- | tage of daily newspaper training and 
of them would have nothing left after - Be oe een, Coen, Se Ce Snow pared. Hundreds of newspapers have been | know the daily paper game thoroughly 
the first few months. Why isn’t this! oftice of the company ~ st ready to publish extracts from the Dr. | such m« is Young E. Allison, C 
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On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Hitchcock, C. M. Cartwright and W. W. 


ack, just to name a quartette. 
Instead, the first information of insur- 
newspaper men was the receipt of a 
ious, typewritten slip from the of 
ational Associatic Life 
ers, advising the frat it 
t d me stupendo 
the history t te mst i ¢ s 
de, | Ww u 
VW 
* 
\\ , 4 > t] 
St ‘ ‘ 
due D I and 
] t let Orvi 
l Ss M out i l wh 
aie j ef , 
were d s 
told it re | 
cm ublish li S ( 
I am « 1 t 
corns Saal 14 
A i 4 | 
+} 
T "iw 
. “e 
| 
N c 
t It arou 
1¢ 
, 
‘ | cv ( 
that ] ri 
t had ce Ite 
\1 
‘ el x 
y c S T 
i 
; | 
t ! I 
' 
unt 
Nat I 
ed veep 
<u « lar t - 
dat pa S nt t IN 
{ ‘ 
»} N } I 
wl iut 
’ 1; 
S s a 11 
pre ce ¢ . ve 
| i tis 
| f life i 
‘ , 
it 
‘ 
hn drew s 
re 
lv tl 
h Nat \ 
: " 
l rw s I 


AETNA CLUB’S CONVENTION 
$100,000 Agents of Wisconsin and 
Michigan in Annual Roundup 
in Milwaukee 


Chat every persor 


urance underwriter comes int 

ess contact should be urg« ‘ 

ll was ad cated | ] } lack 
manager ¢ the Aetna | it ( il 
etore me ers of the $100,000 ¢ 
Wisconsin and rth \I va 

nual convent! 1 Milwaukee las 
Thursday and Friday “Although th 

ance of th benet 1 uflfers 1 

ss when here 2 ll t! re 

i de of the estate 1 s C 1Os 

the administration, M Jacks 

Sal “Since the obyec ( the mst 
ance olicy s to nerease the es 
the insurance agen should 1 é 
client a service by urging the writn 
of a will.” 

Frank Bushnell, vice-president 
Aetna. discussed the 1922 business out 
look. “The industrial and commercial 


situation all over the country as 


dicated by a 
field is steadily improving,.” Mr. Bush- 
ll Gille, district man- 


e Merrillian, Wis 


survey of the 


Ray E 
ager of the Aetna at 
was another speaker. 


] 
Said 


A FE. Mielenz. manager for the Aetna 
in Wisconsin and northern Michigan 
called the meeting to order Thursday 
E. H. Holmes, retiring president of the 


arrangements. 
Mielenz ad- 


charge of 


Mr. 


club, was in 


Friday morning 
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- OHAM MED had alot 
)| of weird stories to 
i} tell, of course, and 
| he had just as many 
| good bits of philos- 
(oS =—') ophy tooffer. Inci- 
dentally he wasa beautiful fighter 
and when he would strike a com- 
munity not inclined to listen to 
his lectures or sermons, he drew 
his scimitar and removed the 
heads of all the male residents. 
It wasn’t long before he was fear- 
ed and soon afterward he was 
generally believed. When he was 
on the march he dictated the 
Koran, and it has since had its 
large part in Islam civilization. 
One night under the moon he 
gave utterance to this thought 





‘*When a man dies they who 
survive him ask what prop- 
erty he has left behind him. 

‘ The angel who bends over 
him asks what good deed he 
has sent before him.”’ 


The man who carries life insur- 
ance has answered both queries 
he has provided an estate and 
given evidence of the best of all 
good deeds. 


The Prudential 
Insurance Company of America 
Ineorporated under the law f the State of New Jersey 


Home Office, Newark, New Jersey 














1867 EQUITABLE LIFE ¥922 


Insurance Company 


OF IOWA 


of 1921 
ves $286,934,616.49 


Results 
Insurance in force .. 
Admitted Assets... .. .$ 39,234,839.04 
Ratio of Actual to Expected Mortality .. 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 
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My Neighbor’s Hyacinths 


“My neighbor has hyacinths; I have none. I intended to 
have some. I kept saying all the fall: ‘Il am going to bring home 
about two dozen hyacinth bulbs some day and plant them along 
the border when the other flowers are gone.’ But it was a warm, 
late fall, and | feared the bulbs would begin to grow, so I delayed 
getting them. Then there came a long, cold rain and a sudden 
freeze-up—and it was too late. My neighbor planted his at the 
proper time; so he has hyacinths. There isn’t another flower 
in sight ; the earth is bare and brown; but up from it have sprung, 
almost in a single night, these lovely racemes of clustered stars, 

white, pink, purple,—purity, life, luxury. The odor of hya- 
cinths is strongest at about eleven o'clock in the evening. 

“My neighbor's hyacinths have taught me a lesson—several 
The first is, ifyou want hyacinths you must—must— 
must plant the bulbs at the proper time. Excuses do not make 
good anybody's neglect of anything. Never! The second lesson 
is that hyacinths bloom when there is a dearth of other flowers. 
Chey are not hot-house plants; all they need is to be planted at 
the proper time. The snow may cover them, but with the first 
warm days of spring, when the earth is still cold and bare, the 
hyacinths awaken and fill the garden with beauty and the air 
with perfume. They herald the spring while other flowers are 
asleep ; their fragrance is strongest in the night. 








lessons. 


“T am a life insurance agent, and my neighbor’s hyacinths 
have taught me an insurance lesson. It is not a new lesson— 
I knew it before—it is an old lesson newly impressed and made 
more vivid. [Especially now, while the voices of spring are calling 
upon every one to plant something, I feel more keenly than ever 
that life insurance has its proper season and that this proper 
season may pass ina night. The life insurance season is not in- 
dicated by the almanac, but any man may know when it is—t is 
when he has good health and a little money. It may last for 
it may end any day. And when it ends excuses are of no 
There will be no life insurance policy payable when you die 
My neighbor has hya- 
It is all 


years ; 
avail. 
unless you get the policy when you can. 
cinths. I have none—because | failed to plant the bulbs. 
my fault. 

“The life insurance policy matures at death,—when other in- 
vestments are more likely to shrink in value than to increase and 
when income from labor is cut off; it brings the fragrance of a 
prudent and undying love in that darkest of nights that ever comes 
to a widowed mother. | shall never smell the perfume of a hya- 
cinth again without thinking of a life insurance policy, and when 
[ need a spur in my work I say: ‘My neighbor has hyacinths. 
| have none; and it’s all my fault.’’ 


From the letter of an agent of the 
NEW YORK LIFE INSURANCE COMPANY 


Darwin P. Kinostey, President. 

















EASY FOR YOU! 


You owe it to yourself as a salesman 
to examine the book named in the 
coupon below. We have made it 
easy for youtodoso. Fill out and 
mail the coupon today. 


The National Underwriter Company, 
420 E. Fourth Street, 
Cincinnati, Ohio. 


Gentiemen: 
1 would like ceive on approval your 1922 edition of the Uniqui 
Manual-Digest, containing all the essential information on_ polick 
rates, company finances and leaders, for all the life insurance companie 
of the United States. I enclose 25 cents in stamps to pay for sending 
the book to me for 10 days’ examination, this 25 cents to apply on the 
purchase price if I keep the book. You are to tell me what my 
company club price is when you send the book. 

Name SO 6 cit bntindnedtenicee eres tees 

Street City 

ee eT a ra a a ree od Be ba rt 
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OPPOSES BANK AGENTS | RAP ‘BACK DOOR’ PLAN 


| 


DIVORCE LINES IN NEBRASKA | PUBLICITY SCHEME OPPOSED 


Head of Department of Trade and Com- | 


merce Against Bankers Writing 


Insurance of Any Kind 


LINCOLN, NEB. May 30.—Ne- | 
braska bankers and the insurance 
| companies doing business in the state 
! must get a divorce. J. E. Hart, secre- 
tary of trade and commerce, who has 


and 


jurisdiction over both banking and in- 
surance, declared in a recent speech to 
the insurance men of Lincoln that insur- 
ance companies must quit buying busi 
with their cash reserve, and in an 


ness 
interview with Tue NATIONAL UNDER- 
WRITER afterward said that every effort 


possible would be made by him to dis- 
courage not only this practice but that 
of bankers carrying insurance of any or | 
every kind as a side line 

Mr. Hart said that the first place a 
general agent of a fire or life insurance 
company made for when he visited a | 
country town in search of a man to 
make his representative was the bank. 
In going over the papers of a bank that | 


| recently failed he found that the banker 


held licenses as agent for 16 different 
companies in various lines. That was 
one reason he failed. He tried to com- 


In fact he was 
kept open a 


bine the two businesses 

an insurance agent who 

bank as his office, 
Insurance Specialized Line 


be a highly | 
science,” said 
properly 
should be 


“Insurance is coming to 
specialized business, a 
Mr. Hart. “To be operated 
to prosper as it should, it 
in the hands of men trained for the busi- 
ness and who know it. A banker who 
runs insurance as a side line is not help- 


| that this company 


Assistant Manager E. N. Strong of the 
Oregon Life Comments on the 
Proposed Advertising Plan 


E. N. Strong, assistant general man- 


ager of the Oregon Life of Portland, 
Ore., is not in sympathy with the pro- 
posed publicity plan of the National 
Life Underwriters Association. Orvill 
Thorp of Dallas, Tex., the ex-president, 
has addressed the members of the 
American Life Convention on the sub- 
ject, seeking their contributions. Mr. 


Strong replied to the communication as 
follows: 
In the let it be understood 


will put up its propor- 


first place 


| tion of a real institutional display ad- 
vertising campaign, but we are not in 
sympathy with the plan adopted by the 
National Life Underwriters Association 

Why come in the back door of public- 
itv? The plan suggested has long ago been 
tabooed by real publicists and I have my 
doubts as to the co-operation of first 
class newspapers along the lines sug- 
gested 

Must the local associations show the 
National association the value of a real 
advertising campaign as has been done 
in Canada The Life Underwriters Asso- 
ciation of Winnipeg, Manitoba, put over 


i successful campaign, which finally con- 


| vinced the National association that a 
Canada-wide campaign would stimulate 
business with the results that about 
$30,000 was well expended in 1921 and 


the 1922 appropriation calls for $76,000 
I realize it is proposed by Mr. Barkurst 
that the syndicated copy furnished news- 
papers will give them the club to secure 
advertising from individual insurance 
companies and agents but such adver- 
| tising will not carry the weight with the 
| public that an institutional display ad- 


vertising campaign will in my judgment 





ing himself materially nor is he doing The Life Underwriters Aswectateen of 
the business of insurance good. The ak on - oo blag agg ag genat 
| first question he asks is, ‘What’s my oe - “ mi di st campaign, which we trust 
commission?’ He is interested only in| will assist the National association in 
the first commission and not in re- | convincing the company officials that it 
newals. The bankers Should get out | Sheuld not only be the companies busi- 
and stay out and leave the business to | "¢S8 but a privilege to pear her ee et 
trained underwriters.” cep stone , — a Benresegen pacmcine 
Mr. Hart Says that as head of th: ceding alata saitialiati . 
banking department he has run across | 
repeated instances where insurance “Payee 
| companies have placed $10,000 or | let it sell it to the bank for cash, and 
| $20,000 on deposit under contract with | then if it sees fit deposit the cash. a 
| the banker that it shall remain there as | " “ t it will not pon any trownn 
long as the banker sends in a stipu- | ™ the guaranty) law When ng wh ae 
lated amount of yearly business. my saady <transa eo =o a ae 
compan the latter will find that 
One or Both Stands to Lose { third me ~ ty the ceo fund. will 
“This is another instance,” he says, | "ot be responsible. Where any collusion 
“where both the banker and the insur- | has been to eceivers have r 
ance company are engaged in a deal in | tused to lis POshs 28 Cialis 
which one or both stands to los¢ Che ga the fund In som 
banker mortgages himself and a consid- | Cas¢s or | n by the agent 
erable part of his time to the insurance | Were convert d into a certificate ot de- 
company and if he does not turn in the posit a. ‘ urts ure writing new law 
business agreed upon the lien is for upon t subject The supreme court 
closed. Time and again this has hap- | has not definit passed upon th 
pened in the stringent times when writ- | Guestior it the lower courts have held 
ing new insurance was a difficult job vith US 
The companies have withdrawn their Mr. Hart says that insurance compa- 
deposit or so notified the bankers, and | ™'&¢s should not maintain large cas! 
then they come hurrying to the depart- | Te5&™ \s a secondary reserve | 
; ment to help them out ure" evestmen: liberty bonds and 
“These deposits of iat —s did tae lp IK x as! y — bert irit + Re " +p. 
a number of banks to tide over th ane rs : saline je nee oP gear i * 
depre ssion, but the compan S Trana big mg rv ve ' .. . Ms he sey og tance 
risk in making them under such a con- EN BE is yg Pe nate Rhgeceage wg 
tract as de wom Che department has = ea - es -) “4 a ae os 
| instructed a number of receivers to con p : pi “ge ‘th Be pe how 7 cae 
= = Pe ot : _, l —_ at fee ding the country after hours 
‘ 0 ese an s nitar aeposits } } 1; 4 
as claims against the boone guaranty sae ade -. ee 
fund If the law has been followed saennene, t m= yt eo any et em Save 
strictly there is no doubt of their valid- | eee — 
ity, but the courts have been holding H. BR. Nelles. scamiaiane call the ordinar: 
that where there has been no consid- | department of the Prudential in South- 
eration as between the bank and the | ©™? C®lifernia, states that the production 
; o of business by his company in this ter- 
company or where more than 5 percent | ritory, both in ordinary and industrial 
has been agreed upon as interest these | insurance shows a gain as compared 
certificates are merely bills payable of | “ ith last year of better than 25 percent 
4 and that the outlook for further im- 
the bank and share with other creditors provement is splendid Mr. Nelles also 
in the assets, which means that if paid | reports that the production of the San 
at all only a part of it is paid at oe, gre wer e. te h is a bt ee tte indus- 
If a company has any paper to sell cate aaa ak laa da eS EOE. 
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WASHINGTON RETURNS| 


LAST YEAR’S NEW BUSINESS | 
Insurance Written in State in 1921 | 
Amounted to $105,748,185—Lead- 
ers Are Given 


The new insurance written in the 
state of Washington last year amounted 
o $105,748,185 and the insurance in 


rorce was $518,221,702. The assess- 
ment companies wrote $1,673,000 and | 
had in force $14,692,536 rhe leaders 


in new business or those writing over 
$1,000,000 are as follows: Aetna Life 
$3,114,242; Bankers Life of lowa, $1,- 
5 Bankers Reserve, $1,552,005 
Central of lowa, $1,913,920; Columbian 
National, $1,185,918; Connecticut Mu- 
tual, $1,083,023; Equitable of New York, 
34,769,032; Equitable of Iowa, $1,354,- 
954; Idaho State, $1,212,524; Kansas 
City Life, $1,908,260; Metropolitan (or- 
linarv) $8,497,966; Missouri State $1. 
174.882; Mutual Benefit, $1,352,773: 
Mutual Life, $5,194,463; New World 
Life, $1,840,142; New York Life, $14,- 


943,842; Northern Life of Seattle. $4.- 
572,847; Northwestern Mutual, $3.634.- 
085; Pacific Mutual, $3,548,787 Penn 
Mutual, $2,256,568; Phoenix Mutual. 
$1,109,916; Provident Life & Trust. $1.- 
566,428; Prudential (ordinary). $3.749.- 


- ravelers $2,916,946; Cuarantec 
Fund Life, $1,131,000 





@ Renewals are 
easy to earn 
and once earned, 
are vested in you 
or your estate, 
under our Square 
Deal Agency 
Contract. 
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Home Office, Madison, Wis. 











AGENCY CO-OPERATION | 
re ‘ ect ma ad — aden 


untage. Last year 


F 
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bute 1 1 
pr Ww 1 intor 
Tr} \ iginal 
ntra I I show 
€ busi 
Fidelity operates in 40 states Full level 
e ¢ mium reserve basis Insur ce i 
i tu g 


A few openings for the right men 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 


We Want Real Men 


with ability and resources to 
develop three or four counties, 
getting and handling sub- 











agents, in Ohio, Indiana, 
Illinois, Missouri or Iowa. 





FARMERS NATIONAL LIFE INS. Co. 
F. N. L. Building, 3401 Michigan Ave. 
CHICAGO, ILLINOIS 
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In Tune 





ETTING in tune is the most vital principle 

-of successful Wireless operation. 
Our agents are the force that creates new power 
for the Home Office workers who operate our 
service broadcasting station. Keeping the 
agents tuned-in with our service station 1s con- 
sidered by the Lincoln National Life Insurance 
Company to be of vital importance. 
This harmony of purpose is promoted by back- 
ing up the selling force in every possible way 
from the Home Office. The complete under- 
standing maintained makes for that frictionless 
efficiency which delivers Lincoln Life policies 
in record breaking time and instills the con- 
fidence which delivers policies on practically 
all applications written. 
You tune in with a band of dynamic co-oper- 
ators when you 

(CINK UP (wit rae?) LINCOLN) 


» 
- a > 


The Lincoln National Life 


Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $210,000,000 in Force 
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THE NATIONAL UNDERWRITER || PERSONAL GLIMPSES OF LIFE UNDERWRITERS 
LIFE INSURANCE EDITION 
; “ re . 8 ¢ - st } her officers ’ cl . — 

Published every Thursday by THE NATIONAL UNDERWRITER COMPANY, Chicago, a ling to custom for the past] other officers of the company would 

Cincinnati and New York. EDWARD i. WOHLGEMUTH, President; {OH N. F. eight or nine years President Frank P. |! called to the tel phone and find that it 

WOHLGEMUTH, Secretary and General Manager; H. E. WRIGHT, NORA INCENT } | li | _— ‘ - we aceking : 

: ~* ; . - Z f th dianapolis Life and was Mr. Jewett asking about som 
j PAUL, Vice-Presidents; WILLIAM A. SC ANLON, Southwestern Manager; FRANK. a Manly or the 7 _ po . 2 thee : . "hes B55 rah omy : the 
BLAND, GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers. | wife entertained the office force of the | matter pertaining to the business o1 

Cc. M. CARTW RIGHT. Managing Editor |company at their beautiful country | company His principal object during 

HOWARD J. BURRIDGE, Associate Editor | home, Riverby, north of ger gl the past 11 vears had been to make 

> » a el - ; 

FRANK A. POST, Associate Editor } on Mond: iy aiternoon of this wee rhe | success of the company He worke 
, . Cc | occas ) is ‘ n hi chs has ith that in mi onstantly and was 

PUBLICATION OFFICE, Insurance Exchange, CHICAGO | occasion of this annual event whic ith that in mind cons ‘e hi 
CINCINNATI OFFICE, 420 E. Fourth St., Telephone Main 5192, RALPH E. RICHMAN, Manager | come to be looked upon as a fixed insti- | fortunate enough to ave to see his 
E. R. SMITH, Statistician; ABNER THORP, JR., Director Life Insurance Service Dept. | tution by all provileged to attend, is Mr. | dreams and desires fulfilled. He was 
- : ae une anly’s birthday, which is May 28. As ‘ f tl ganizers of the company 

NEW YORK OFFICE, 75 Fulton St., New York; Telephone Beekman 5655 Ma ly’s birthday, oo Sg Mee mo om — 0 io a ee 
GEORGE A. WATSON, Eastern Vice-President this date fell on Sunday this year the } and always took great pride in that fact 

| picnic party was held Monday. Arriv- — 

Subscription Price, $3.00 a year; in Canada, $4.00 a year. Single copies 15 cents ing at Mr. Manly’s home about thre J. Harry Theobald, one of the lead 

In combination with the National Underwriter (Fire and Casualty) $5.50 a year; Canada $7.50 |o'clock the guests found provisions! ing producers in the Darby \. Da 
| made for a variety of amusements in- | agencv of the Mutual Life of New York 
“oe ° cluding archery, horse shoes and clay | in Chicago, died at his home in Chi- 

Driving Hard for Business pigeon shooting. At the latter Mr. | cago last week after an illness of nearly 
taeiie himself took the lead, as he ts a! six ionths Mr Theobald has been 

| . though is easier to write life There is no doubt but that several com- | fine shot As evening approached the | with the Mutual Life of New York for 
’ ’ P . . P : of . " thered t h Vel ] . r< 1) has . n onsistent 

urance today than it was three or four panies showed interest in the life insur- | 2 rtl nered at the 1 many yea and ha cen & Consion 
n } lucet hould t 1 | ae aieaiis 0 Mr. "Manly superintended producer, having written over $500,000 

ionths a producers should not b ‘- ance-savings hi ‘ rincipally -aus : 

£0, ¢ 1OUul no ec cde Ce i\ 2 inl pP = principally — pera, lof an abundant sup] lv of hi ea . - ears. ¢ é ear paying for over 
ceived into thinking that business can be they saw in it a possible avenue for big over oak coals and Mrs, Manly presided | s750,000 
written with comparatively little effort. business. Net a very large amount of life | at the serving tabl ; 

On 1) | ail , 1 : . Frank R. hg no wg, tormeriy man 
n the other hand, it takes hard work and insurance has been written as a result of | —_ x York Cit i the Pac 
| ager m Ne ork \ or Unie < ini 
thought and perseverance to land the ap- the various life insurance-savings bank Patrick J. Grogan, of Felt & Grogan, \jieual Life nd who was recently 
I tion It always has, and it always plans that have been tried out. At least, | nag sesohe i a., of Phil . tot the J idel- | ade junior vice-president of that 
, ity Mutua Ate ot Philadelphia, having ; . . witte te | Ree +] 
\ Life companies generally have not a large amount when compared to the | )?. ; i oe is company, with headquarters at th 
: | paid for $1.000,000 new insurance has home office irrived n los Angeles 
rec ized ¢ situation, and an unusual! total writings the companies. But the} won premier honors this year in the | y, Paige aetin a Sa ta Oy, M \\ 7 
7 } . | . ’ . Lay 24, accompanied DY its 00a 
number of contests and special sales cam- very fact that companies were eager to} Fidelity Leaders’ Club which meets at urv and their two little daughters. M1 
; T | » . ‘ ‘ 1 om . - ‘ ‘ a it i pak < = 
ligns e been put on during the last give the plan a trial shows that a number | — City the og nah agit J Me. | Woodbury is a former resident of Los 
P : . . | “Patsey Grogan,” as he 1s tamiharly , - ' nail ad tem 
1x month year. Companies have seen of companies were hard pressed for busi- Angeles, having been transferred from 
, : known in the Fidelity family, is a strong | j) 00 a? a New York several vears ago 
t portance t stimulating the selling tess and desirous of trying out any plan | advocate of physical fitness being a! " - fis pl fox ot pote i a ii 
- a ‘ es “1 stsas ae a en he was placed n harge of Ut 
! Phe ive offered special induce that seemed to offer possibilities for an] prime, and necessary, requisite of good auiia aeciiont Gest m the latter 
Se olu . | ’ ac . > - . , conipa Vs a€ciaent MUISTI ss ‘ a 
nent ind in various ways have stirred ‘ST ised volume. : | salesmanship. Busy man as he is, he aie 
4 nears Business can unquestionably be written | devotes nearly an hour every day to 
i t mterest on the mart of the : oa : cae y  eare ‘ , - , 
igh - | this year, but it means real effort for the | hoxing and wre stling in a Johnstown ‘D. B. Morgan, eile si 
y el producer. gymnasium. Mr. Grogan feels that bod- | , [ Seattle. who 1- 
m | ily strength is absolutely necessary for weeks sol i 
The Human Engineer mental alertness and initiative and his|ich Loe Angeles last 
. : . es! snappy ersonality seems to vet ty the Fre where h Wa < 
lc ARTH of Chicago, general In order to meet the individual de- | soundness of this conviction \ Pr. Me in, who made t rip 
i f the Na Lire, U.S. A..em- mands, it is necessary that the life insur- me mm Los Angeles by aut Phe ex 
the term “I uman engine er” to de sig ance man have ver) intimate knowle dee of I us, torecaste d last wee K, Griffin M. < to continue tn ourney trom 
f | ’ . + | Lovelace, director of the school of life | Fr o Seattle \ sp in 
nate the surance rate book man. In a prospect’s personal and business affairs. | , = scuoel ot | te t lif t 
al ‘ - p ; : ‘insurance at Carnegie Tech, has re bout week in central California to 
{ words the agent is able, if he is in- He must know something about his ambi- | cjgned. as of July 1, to accept a similar | px t « visits t Dac to, 9 
telligent and capable to lay out a protec- tions along financial lines. In this way | position with Columbia University i Fy s | ot cies of tf 
. . . . | ] vel] ; y wt. . \ 
tion program for anyone regardless of the the life insurance man comes into a very 4 . oY tela Mr. Lovelace will go t compally 
‘ , : . ; w York in September to organi nd -- 
complexities of the case. In Mr. McAr- confidential relationship with his assured. | | h, 4 ¥ eas Bon ; a : John H. Yor! : 
1 : : PCCOTIE ead of the department of [it ohn ork, special agent in the 
, or , th 7 — a enews a : andied : 3 . » SI § - 
the work of the agent It is a sacred respon ibility that is hande nsurance salesmanship in the School of | -* \filler France ge al agency of the 
rises far above that of an ordinary solici- to him he life insurance man realizes | Commerce at Columbia. State Mutual in Cleveland. was elected 
tor. Ile is not taking orders and writing that his contract will enable a man to Under : eee Se Say Dae Pp le of the Agency Club « 
, , TP . li the Insurance Salesmanship schoc , t} ni 1 meet 
dow hese erders in a book. The fitting carry out any program that he desires and = : gt ty : ‘ ore company m the ual meetin 
: : : : lee at Carnegie Tech has grown in three | \ \l York placed larg. 
ot the policy to the case involves a knowl- be properly protected. Thus the life in- . x pia ~— oe 

, : : : =e I I , 4 ‘ | Years to one of prominence throughout | , st amount <« susiness with the State 
edge of life insurance contracts and their surance man becomes a real professional | the country More than 600 students | \yty ' ear. <« inv agent His 
functions engineer, | have been graduated during the three | poral ‘ction amounted to about $1.- 

| years trom the courses of eleven weeks | 500,000 
° 
Cutting Down the Lapses | ach. Insurance companies from all! He has always found time to take an 
parts ot the country have sent their em ictive part in the extensive program of 
Lire companies undoubtedly have been crete suggestions. There are ample op- ployes there to take the course the Cleveland Life Underwriters’ Asso- 
giving much attention to plans for hold- portunities for platitudes and general ad- | Fn Lovelace oe —s \ pe ig iation, of which he was treasurer last 
i ; T : = j <Niversity from 1594 to 189%, and the | year, and was also on the special com- 
ing business. That has been one of the vice. However, the hig lapse ratio is due | University of Berlin from 1898 to 1899. | mittee which handled the local details 
biggest problems before officials of com- to a financial cause. People would be glad | He Was agent and agency director of | of the National convention 

panies especially in view of the large busi- to renew their insurance if they could | the New York Life from 1903 to 1907 fen men from the Cleveland agency 
° . . . ° | t ssist: s : . F ae - j » aerge tar a9 } y on 
ness which was written in 1919 and 1920 get the money. Some, it is true, can be | 224 assistant superintendent of agen-| left for Worcester Tuesday night. Gen- 
ae ee 0 ‘al liti ; led to find tl Ou , | cies with the Conecticut Mutual from | eral Agent France is on the home of- 

ant > se ancial co i ‘rsuade ; ry. T . . 

1 serious inancial cx n¢ itions that persuaded to find the money thers mus 1907 to 1909. In 1909 he was promoted | fic, program tor a talk on “Conserva- 
followed in 1921 and so far in 1922. be helped along. A policyholder, there- | to superintendent of agencies of the | tion.” and A. D. Hatfield. a large per- 
There has been a tremendous lapse in fore is interested in knowing just what | Connecticut Mutual and served there} sonal writer, will speak on “Corpora- 
spite of the onslaught against the enemy. he can do and what the company can do. 8g one ag nigh Sony n He went | tion Insuranec : 

. : ‘ : — . ° o arnegic ech mn 919. he Clevelan agency as - some 
Every possible weapon has been called When definite suggestions are given then | he eveland agency has for some 

. ‘ . ; : = . , time been the largest agency of the 
out to check lapses. Companies that have the pelicyholder can see just what he can The recent sudden death of Judge; company. 


gotten the most effective results find that 


the best response comes from special con- 


do. It takes a well-prepared program to 


get results. 


Less Demand for Endowments 


LirE companies ‘generally report that 


there is not so much endowment business 


being written these as 


days is ordinarily 
field say that the 
demand is heavy for low priced insurance. 
this 


placed. Agents in the 


Prospects are not so interested at 


time in life insurance contracts that con- 


tain what is usually termed a_ savings 


feature. 
The 
needs plenty of protection, is 


while he 
able to 
In 


average prospect today, 


not 
financial obligation 


assume a heavy 


the life al- 


ways sell a certain proportion of endow- 


more normal times man can 


ment business. There are particular cases 


where the endowment policy fills the bill 
exactly. However, it is found that just 
at this time very few prospects are in- 
clined to buy anything but ordinary life 
insurance There is, of course, some en- 
dowment and limited payment business 


whole there is a 
the 


the 
drift 


being sold, but on 


quite noticeable toward lower 


priced contract. 














Edward B. Jewett, secretary and treas- 


urer of the Farmers & Bankers Life of 
Wichita, Kan., was felt very deeply not 
only by the officers of that company, 


to which he was especially devoted, but 
also by the entire community and the 
state of Kansas, where he has been 
prominent in public life for the past 50 
vears. He had been a great factor in 
the growth and development of both 
the city and state, having become a 
resident of Wichita when it was but a 
village and witnessing its growth into | 
a city of more than 90,000 people. 














The Perez F. Huff Agency of the 
Travelers in New York City wrote $842.,- 
500 in new life applications the past week 


May 22-27. In one day the agency sub- 
mitted $436,000 in 17 applications. Perez 
I’, Huff wrote a large case personally but 
was unable to give any part of it to the 
Travelers, as the company already had its 
limit, otherwise the business for the week 
would have been considerably more than 
a million. 

Louis B. Bloom also wrote a single 
premium annuity with a premium of $95,- 


Judge Jewett’s connection with the | 000, and Mary Z. Shapiro wrote one with 
Farmers & Bankers Life was a hobby |a premium of $55,000. Henry von Ost 
with him. It was the one thing fore- | and Augustus Stone have the distinction 
most in his thoughts, both day and | of writing an application a day and each 
night. Many times during the evening | is writing at the rate of over a million 


hours and sometimes even late at night ! 


a year. 


XUM 


1922 June 1, 1922 LIFE INSURANCE EDITION 
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LIFE AGENCY CHANGES | 
J ° 
Ay MORGAN HEADS NEW AGENCY | Company of Virginia, has been appointe ] Oo the Life Insurance 
>= general agent or the *hiladelp Lite 
om Vea with headquarters in that city H ter e 
th Takes Nevada Office of Northwestern ritory will include not only the city of A t FN ri kb C t ° 
= ager gage hogy ogee fg Sy Pg hE gents of New York City: 
oe Just Entered State 
4 ad 
his resident D. B. Morgan of the North- Marshburn, Jackson & Weeks 
va ern Lite of Seattle ni UNCES the Marehburt J kson & Weeks of 
uny entrance Of his Col iv Nl N Re Land | ton, N. C ey he on appointed era The National Underwriter Company’s New York Office 
+ 1 mpomtment of .cisor OS« is agents for the Shenandoal lite for the = | 
ts cencral agent for the stat ie head- | eastern portion of that stat at 75 Fulton Street, fourth floor of the Best Building, keeps 
i ane s at Reno. Mr. Rose is an ex a supply of Little Gem Life Charts, Unique Manual-Digests, 
ay f d | succes fe nder- W. A. Powell Anderson’s Selling Points, Slough’s Practical Life Insurance 
rk ~ ring re n cont ted W itt the ie me titi ; : Shin 5 dimen Salesmanship, Easy Lessons in Life Insurance, The Medical 
hi- bey eat rappers no an wit] “ \ es Conct | feneral ag ve ana iy lg Sees Roice alee y+ Side of Field Work, Eames Demonstrators, Nash’s Register, 
te ¥? , at Richmond, Va., has purchased the Insurance Salesman and National Underwriter, (life edition 
mn Mr. Morgan also announces that a een “par ts bene cory : mn oy constantly in stock for your benefit. Come in and look over 
nt ‘ ~ CS H. =e ning has be me ass own nam¢ the Diamond Life Bulletins, the service of super-salesmen 
00 -” ‘ ' ; ‘ ag ? re mes i ze f | and coming super-salesmen. 
ir. M wg has been engaged it S. C. Beaty 
, at tha tri is Ss. C. Beat ve know ; 
n quaintance there write s signed t | Every life insurance salesman visiting the New York 
, —_— Pan-American of N rhe l . ; - ing’’ 
: , : office will receive a free copy of a pamphlet on ‘‘Closing’’, 
, a _— M. Chapman ce of ( Ww. the contents of which are from the Diamond Life Bulletins. 
’ Mia hte 2" _— “z me Pirate at t De = I This treatise on Closing has been accepted as standard by 
te M e o = We mes " some of the best producers and agency superintendents in | 
\ St } H | the country. 
g A... 
Ss H 
( 4 i~ 
- Mutu S1 | | 
: ; in Chicago to secure a successo Life Agency Notes 
ae Egmond ©, D ve atuuat vice fT} THE NATIONAL UNDERWRITER COMPANY | 
. D. Conne ‘ . 
ip prea 7 st fou ar been n 75 Fulton St. Fourth Floor, Best Bldg. | 
yp M If you can’t some in, call Beekman 5655. 
( | ( 1 é 
P} W S 
g { Ss | 
: ineneniietiiadimaniianiai 
Thomas I. Jones 
| el : * Py g f i] j 
\ for f t ra | | 
es : | CO-OPERATION No. 28 | 
WITH INDUSTRIAL MEN | | 
| | 
NEW CALIFORNIA DISTRICTS : | | 


Los Angeles Office of American Na- Fe Yepevess4 made in the latter 
part of 1921 reveals the 





tional Announces Extension of Prudential News | 
ne are ee Superintendent Milton H. Linnell, of | |] fact that the average pre- 
Ha he | miums of our trained men 
ts the extension of his company’s | Agent George F. Cous pesca | during their first twelve 
establishment of the Fresno dis- | just eon credited | w fine group | | months with the company 
eleff, and the San Diego district. of | Heacon Tire Compal | are 20 per cent higher than 
Sermerty eusietants tn Sas Amasien! | Tove ot cates Gapertasentnet tet the average premiums of the 
h extends from F ne Seeics | debit conditions, are Michael 3 | untrained men. 
3 i nn, J ph H. S } j 
a hasten te; Stites bean selloapeabeh | This is a striking example of 
pe rr eae, | nn ee ee er what is being accomplished 
of the Wentern & Southern Lite | the Citenge 3 eee by our plans for develop- 
= ment of and co-operation 


NEWS OF LOCAL ASSOCIATIONS with our field force. 











New England Women’s—Ernest A./| Were approved Mr. Cole stated that 
Hale, treasurer of the Suffolk Cooperative | 2 number of instances the applications 
ae , Dp : we , > included in this report increased the gen- 
sank of Boston, addressed the New Eng- eral agency representation . anes tor . 7 
land Women's Association at its monthly | membership to 100 percent, ‘The plans Phoenix Mutu e Insurance Company 
meeting last week on “Life Insurance vs. | of the association contemplate the exer 


Cooperative Banking.” tion of every effort to attain this result | 
with respect to every general agency in 


s* * 
Low Angeles, Cal.—The May dinner- | the city in the near future of Hartford, Conn. 
meeting of the Los Angeles Association Mr. Porter directed atter . 


W.H. Porter, chairman of the executive | subject of arrangements for a delegatior 


eommittee, presided in the absence of | to attend the June 12th meeting of the | 
President Charles L. Lewin, Secretary | Northern California Association in San | 
Spencer S, Cole reported that the special | Francisco, the program for which will 
} membership drive on National Associa- | be contributed by the Los Angeles Asso- 
tion Day, May 11, resulted in 55 appli- | ciation in return for the visit and the 
cations for membership, all of which | program presented here by the former 


JOHN M. HOLCOMBE, President 
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Does This Interest You? 


HE Manufacturers Life 

Insurance Company, Head 

Office, Toronto, Canada, 
established in 1887, with assets 
approaching Forty Millions and 
business in force exceeding Two 
Hundred Million Dollars, is de- 
sirous of extending its organiza- 
tion in the States of Michigan, 
Ohio, Pennsylvania and IIlinois. 
The Company issues both par 
and non-par policies. Special 
rates and plans for total ab- 


stainers. Our non-par rates 
will effectively meet competi- 
tion; low premiums, high 
guarantees. To men of char- 
acter and ability who are 
competent to organize and 
produce personal business, the 
Company is prepared to sub- 
mit a proposition which cannot 
fail to be interesting. Why 
not grow with a company 
both expansive and progressive? 
Write Agency Department 


The Manufacturers Life Insurance Company 


Head Office .... 


Toronto, Canada 











The 


success of any 
The 


more 


development of its agents. 





an agent knows about 
becomes convinced that the MUTUAL BENEFIT LIFE is 


a constructive force in the business itself as well as in the 


“6 HROUGHOUT its entire existence its 
management has sustained the high- 
est ideals of business equity.’’ 


—Best’s Reports. 


man or institution depends in large 


measure on the opinion of others. 


insurance, the more he 


MUTUAL BENEFIT LIFE 


INSURANCE CO. 
NEWARK, NEW JERSEY 














J. O. LAUGMAN, President 


DR. ANDREW JOHNSON, Secretary 


Snternational Life & Trust 


Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








HE. MIDLAND MUTUAL LIFE INSURANCE 

Company of Columbus, Ohio, an established, con- 

servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 

General Agencies will be established at places were 


territories can be arranged. 


Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 
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organization April 28. Indications are 
that a large number wii! go. 

The principal speaker of the evening 
was Harry F. Atwood of Chicago, na- 
tional representative of the Better Amer- 
ica Federation, whose subject was “The 
Greatest Insurance Policy ever Written 

the Constitution of the United States.” 
He voiced a stirring appeal for a return 
|} to the principles of the true republic 
| form of government by representation. 

* x x 
| WUtien, N. ¥.—The May meeting of the 





| Utica Association was held on May 25, 
| instead of the original date of May 18, 
and was under the charge of the Union 


| Central office. An interesting program of 
; entertainment was given in addition to 
the list of speakers This was the 
regular meeting of the year, the annua! 
outing being planned for June 22 at Wa- 
terville, N. Y. Roger W. Huntington is 
chairman of the outing committee and is 
arranging for a full 
games, closing with 


last 


day's program of 
a clam-bake 
oK K kK 

Dallas, Tex.—Another month will clos: 
the activities of the North Texas Associ- 
ation for the year Right now the asso- 
ciation is rounding up new members and 
making the old ones renew. It is said 
the association will report a most su 
cessful year at the final meeting for th: 
summer, 

Among the reports to be 
showing an increased 
one detailing the work of the 
in connection with 
ance at the 


made will hx 
membership, 





one 
association 
a class in life insur- 
Southern Methodist Univer- 
sity and another showing that experienc< 








has proved instruction of salesmen 
brings better business. The association’. | 
monthly mectings have been about as | 
much an actual school for life insurance | 
|} men as anything els 

Election of licers will feati the last | 
meeting of th ear. rh ulk of tl 
membership is saying 1 ‘We hav i 
pr iden H \ Cam] Harris h 
president for the past two years, says th: 

~ iati ha resider now but it is 
ne going t hay the sa one for a 
|} third tern Ther is a fe ig tha 
| “man with a rate book” will be the next 
president 

Following the next monthly meeting 
the association will main inactive, so 
far a regular meetings are concerned 
until fall, when the plans for the next } 
year will be mapped out and the wo 
begun, 

Sioux City, Ia.—The last regular busi 
ness session of the Sioux City associa- 
tion was held last week, with Ira Miller 
of ! Bankers Life of Nebraska 
chairman of the meeting. A. C. MeGill 
Sioux City attorney vas called upon at | 
the meeting to present some problen of |} 
inheritance taxation Mr MeGill had | 
made a careful study of both state and 
national lav p ally int ird to in 
heritane taxatic ind | ! nted tl 
mat r in clea ind concer form, € 
ily dapted t isuran methods I 
ubject Life Insurat f Beques 
was handled vet ibly 1 I H. Saxtor 
presiden ff the Conservative Life 


| into which was 





eing followd by a discussion 
oncerning both 


quest insurance. The next me 


and be- 


f 
of 


inheritance tax 
eting 
iation is to be an outdoor meet 
ilies of th 


the assoc 

ing, with a picnic for the fan 
nbers 

x 

Cleveland, 0, At the May meeting | 

Charles C. Dibble, 

committee, 


chairman of the gen- 
eral agents‘ reported that at | 
a recent meeting of the managing agents 
of the city an ment was entered | 
aimed to limit the em- 
ind to gen- 


rate- 


agree 
ployment of part-time men, 
erally improve field conditions for 
book ecarriers in Cleveland 

The secretatr 
for me 
the local 
for National Life 


reported 57 applications 


mbership, as the contribution of 


association toward the quota 
Association Day. These | 


ther | 


ceived, towe 


new member were re 

with 13 former members who reinstated, 
bringing the membership of the Cleve- | 
land Association to the largest point in 


the 3% vears of its history. The secre- 


tary stated that the income for dues 
now amounted to $9,000 per year, putting 
the association in a better position to 
further develop the service of the full- 


time, paid Secretary's office. 

National President John L. Shuff was 
announced as speaker for the next meet- 
to be held June 9. 


Ing, 





Needing more space hecause of a grow- 
ing agency staff. the Indianapolis office 
of the Equitable of Towa has_ been 
moved from the Merchants Bank build- 
ing to suite 519 to 523 Board of Trade 
building. Dr. Wilmer F. Christian is 
general agent and Joel Traylor is agency 
superintendent. 








ACTUARIES 


_— F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 














ARKUS GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








RANK J. HAIGHT 
CONSULTING 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
The Law of Insurance a Specialty. 


Colcord Bldg OKLAHOMA CITY 








J H. NITCHIE 
. ACTUARY 
iation Bldg. 19S. 1 


State 4992 


1523 Asso 


Telephone 


CHICAGO 











REDERIC S. WITHINGTON 
Consu.tTinG AcTUARY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, |OWA 








OHN E. HIGDON } Actuaries & Examiners 
Jou €: ticbon |e 


———— 














Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 





Two generalAgenciesopen 
in Iowa. 
Write for information. 


LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, Iowa 











Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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REJOINS NIAGARA LIFE! 


BURKE RESUMES OLD PLACE) 





Leaves Masonic Mutual to Resume 
Presidency of Buffalo Company | 
Which Plans Extension 
E. H. Burke, former president ot the| 
Niagara Life of Buffalo, N. Y., who re- 
signed a number of months ago and 
became assistant to President Wm 
Montgomery of the Masonic Mutual 
Life of Washington, D. C., has returned 
to the Niagara Life again as president. 
lt is understood the company will 
brancli out now into the agency field 
and enter a number of states instead 
of contining its business, as_ hereto- 
fore, to a small portion of New York 
state only 


Plan for Publishing Statements 


Life companies having their home of- 
ces in Illinois have sent a letter to 
companies operating in Illinois but 
domiciled outside of the state explain- 
ing the arrangements that have been 
inade for the publication of annual 
statements as required by statute. The 
law requires that life company annual 
statements must be published in two 
daily newspapers of general circulation, 
one in Chicago, and the other in Spring- 
held. In the past the cost of this pub- 

n 


ication has been $105 a year Under 
the plan arranged the expense will be] 
the same rhe Illinois life companies | 


have arranged with Daniel Schuyler of 
‘9 South La Salle street, Chicago, to 
ict for the companies in this matte 
Mr. Schuyler is of the law firm of 
Schuyler & Weinfeld. Life companies 
operating in Illinois are asked to com- 
municate direct with Mr. Schuyler who 
will handle the matter of publishing an- 











ual statements without expense to the 
mpanies Insurance Commissioner 
Houston has approved of the plan 





The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
gg $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 








each vear As a seller it has no 

competition. Write us about it 

NATIONAL LIFE ASSOCIAT’N 
Des Moines, Iowa | 











| 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 
Ohio, Illinois and Kentucky || 
}] 








MR. AGENT! 
Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
perience, Low Cost, a Splendid | 
Record for 70 years? 
Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 











A Significant Fact 


In ten years, the Pan-American 
Life Insurance Company, operating in 
twenty three states and territories has 
maintained its General Agents 


Organization practically intact. 


During that period only two men, 
connected in the above mentioned 
capacity, resigned from the Company's 
service. We believe SERVICE to 
policyholders and our Field Force, to 
say nothing of Unexcelled Agency 


Equipment, IS THE ANSWER. 
THIRTY THREE new men 


became associated with our Field 


Organization during April. 


Pan-American 
Life Insurance Company 


New Orleans, U.S. A. 
C. H. Ellis E. G. Simmons 


President Vice-President & General Manager 
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- _—————-— | for life for their beneficiaries. If all| which matures always at age 65 no mat- 
a¢ Ct mrs mn —_— — ; | the face of the policy is not used to pay| ter at what age it is purchased p 
NEWS ABOUT LIFE POl ICIE S the innuity then at the death of the In the first place the idea was to afford 
! | beneficiary the balance is paid in one|@ means of providing for a policyhold- 
}| sum to the estate Thus a woman loses/ ers own old age Many men have much 
New Policies, Premium Rates, Dividends, Surrender Values and ali Changes in |} ker husband when she is 56 years old,|imSurance for the protection of their 
. . oat 7 P ‘ ‘ families but none for the Sé¢ é ;OW 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual-Digest ‘ ua policy of $10,000, may elect to “ a ee mae mnssver = 
; . P : , nae p 6} : Se ae n such a case a $10,000 policy on this 
and ‘‘Little Gem,” Published Annually in May and April respectively. PRICE, ne fourth option, giving her 9690)... wii) in saan aaa monthly 
a. J J 3 “ . oO i give : ! n 1D onthl or 
$3 Ve oO > > re a ye She iav live to enjoy this for Aosne . 
$3.50 and $2.00 respectively , : ae $787.20 a year for life, with the guar 
Say nine ye; iving drawn out $6,210 . 
antee that in any event the income sh: 
ren der f the original $10,000,}, 1 ' ld 
‘ ast fiftteer years This venefit coul 
KANSAS CITY LIFE’S FORMS | ef the case in hand or from the wishes | this is $4,690 would be paid in one sum — ; es ming 
4 S) : ‘ : rm 7 : have been secured by means of a de- 
of the prospect, which option of the re Hie Cau nee Oo vhoever was her ferred annuity commencing at 65, but < 
three is the best to uss Then the pros eir. ' 2 } . P 
such a policy would have been restricted 
Actuary Webb Tells About the New) pect will be show n the table from \nother feature tl} UeS|to men who actually carried all the in- 
Policies That the Company the actual age of his beneficiary how the : C. 1. B. policy i n-for-/ surance for their beneficiaries wa 
installments increase as th age of the ft ire ib] r} re eher | sufficient It is scarcely possib for any 
Has Just Issued eA 
beneficiary increases as the years pas fe p parti man to say that, so the company put the 
so that while the installment cannot b« mu asn vy 1 ure is} in the form of an endow- 
Montague Webb. actuary of the | fixed until the death of the policyholde mou sample policy the value at the] insurance, in order that in 
nsas City Life, tells out its new On the other hand, the amount of the itietl is $6,254.40, while on the he insured’s death the bene- 
’ 1) installment increases with every year iS $5,661.50 ficilary received the face of the policy, 
cs iS IOLLIOWS 
is death is deferred Thus f the i bered there- 210.000 
e new C. I. B. polici ire issued = sured is 45 and his beneficiary. his wif re ire ma tw First—that whil Paid Up Life Feature 
ordina ind twenty payment life i 1, the 20 year option will give he ‘ > o ‘ ay oO _ pelled to take a Another point t t the ympany had in 
S f é ! 9 nt rrea ! ‘ ¢ ( ‘ : P . or ‘ 8. policy , } imher pre 1Y 
il ot premium payn Ihe 1 it mnaer i 10,000 policy, ou0 a year for I ‘ ‘ a nip r premium mind ie he paid-u lif f ure t) 
ing in thé p cies is the table | 20 years and as much longer as she may ‘ ist fh physic state or his cu - 
ies : oe : : . F p . may be provided for Thus a ime ‘ 
third page This table provides live, should his death occur immediate] he compat funds him mucl t poliev may be considered as a twenty 
the payment of the claim in the usual and for every ye ir his death is post of t Xt rer i n increased ish} payn fe poli ind should « ision 
ment extending over 1 15 or 20) poned so )6wthe wife's income increases ilue I other point is that a pros i I } 1 i i 
irs but with t idditior dvantage thus if he lived thirty years and died ‘ hat perfectly eligible for n¥Y] met remiums and have a paid-up 
a n every cast he pa " t f ti feaving his Wite 60 oL age her income ot ) hoose the CC I } . A f 1 ¢ 
nents is ally mtinued Would be $655 a year. ccuuse of th t t i ntages his le ¢ s endowme: rder that 
roughout t \ ifet t} . . : i r ! ) t 
gaee . Fixed Annuity . . . fons] t] featu may be unde 1 tal 
1eficlary. e | 
s here g en s ving t i Ww cl 
using these tabl t gent wi The fourth option in this table is for company l several reaso for at t eniianenams 65 1 
determine from t iL iture Ose rersoel who prefer a fixed ar 1its ! ! at ¢ Dp \ ; . d-u if _ f juested d 
\s Yrs \g Y1 \c Yrs \g Yr 
lo 7 23 I ; J4 i lt 
16 24 { i4 | { 
17 " 25 | 5 9 5 } 
1s ma) 4 ] > 21 46 14 
27 ‘ 7 ) 17 14 
; 2 28 7 S 2 18 l 
| l z 7 ’ 19 i) ~ 
) 6 10 18 1] 
=o } 1S 
a 
- 2 & i 
| ¢ end . é 
ore l rt em be n 
' 00 of ‘ 7 ays $65.¢ 
! a ! of he me i 
nsur s eff i: and 
t | l-u " I vide 
I " l 
I d ! ! i ot ir 1! 
| ; , 
1 mak if D 
i g 
; ~ 
Where Business Came From 
An interesting classification has b 
made by the Equitable of lowa to show 
it] sources trot! Nn ts new 1S ess 
| ist vear Over o third of the 
|| s written came proprietors 
bk ‘ s ind hea tactories | 
stores Undoubtedly ie Ea le n 
| vitched from country soliciting to city 
|work, which accounts for this percent- 
lage The Equitable has a lara: 
business and ordinarily the farm a 
the process the wav « ne Up] 1; 
|} cants The average policy in the class 
}ot those connected with factories and 
stores was $4,200 Something like 15 
percent came trom the farms Mat 
agents who have been doing a great 
work among the farmers found that it 
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Established 1899 
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PRESIDENT 
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was unwise to continue in that eld, 
hence they sought more fertile territory 
und transferred their efforts to the 
towns 


Furey is Honored 


William M. Furey of English & 
Furey, Pitsburgh, general agents of 
the Berkshire Life, has been elected 
president of the Chamber of Com- 
merce of that city He has been 
first vice-president for the last two 
vears His partner, E. W. English, 
is a former president of the Cham- 
ber of Commerce and is his uncle. Mr 
Furey is a director, secretary and treas 
urer oi the Pittsburgh Hotels Company, 
which operates the William Penn and 
the Fort Pitt hotels. 


S. C. Woodard Ill 

Selwvn C. Woodard, Chicago general 
agent for the National Life of Vermont, 
is under treatment in the Drexel Boule- 
vard hospital in Chicago and will not 
be able to be about for three or four 
weeks. In the interim, his father, Dr. 
W. P. Woodard, is at his desk and is 


supervising the necessary details. 
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~ | PRINCIPAL FEATURES ENTERING | 
ahh LIFE REINSURANCE PLAN MINNESOTA MUTUAL LIFE INSURANCE 


#2 M. W. Torrey, superintendent of the | and over do not as a rule go to the COMPANY 


insurance department of the Metro-| small companies unless there is a defi-| 








* Life, read a paper before the} nite reason for it, and the issuance of St Paul 
il rial Society of America on “Rein- | such large amounts will therefore not . 
d surance.” It is a subject that is attract- | inure to the advantage of the small 
ry much attention as companies in gen- | companies, | . s 
4 = coe ean nt Gee tek, Td ee ee has entered, or will enter the following 
d lorrey said: that of commissions. Some companies | states; and is prepared to make con-— 
= \t the present time the enormous in- try to adjust the agent’s commission in . . . 
7 se in the number of large policies | connection with a large case requiring | tracts offering liberal first year con- 


s}y na 1 


: pene ly nal sane, Reds = fate no a Seon ee nape ye seen missions, splendid renewals, and an 


tection has rendered it necessary tor | and leads to more trouble and dissatis- 


. great majority ot companies to have | faction than if the insuring company | ideal arrangement for financing the 


: such réinsurance facilities as will en-| limited its policy to a more conserva : : 
) them to take care ot! the applica- tive amount and paid the agent com-| Agency, just as soon as the right man is 
ns written by their agents in excess | mission thereon at his regular rate. | 


‘ thei own maximum retention, his a i F : } found in- 
. s particularly true of the smaller and recaps genie esas || IOWA, KANSAS, ILLINOIS, MICHIGAN, SOUTH 


im sized companies, otherwis¢ \ number of states have laws as to 
eir agents would have to form par-| the amount that can be reinsured by its | DAKOTA, MONTANA, VIRGINIA, INDIANA, 
munections with other companies | domestic companies Indiana, Maine 


 entin to take care of larg applic i- | Massachusetts, Minnesota, Mississippi | LOUISIANA, CALIFORNIA, OREGON. 


r 
tions, and this tends to demoralize an | and North Carolina, limit the amount of 
gency force It is of the greatest im- | reinsurance to one-half of the total in- 


tance in building up an efficient field | surance on a single risk. In Ohio th This announcement is addressed to 
ce aa etble deal cule with the coun, | earns, company cannot remeure @1/ successful life insurance men of good 


sible deal only with the com- | excess of four-fifths of the amount 








with car- 
) with which they are under con- ried on an individual risk In Okla- | character, who want to secure General 
it an not be torced to make con- homa the insuring company cannot : 
tions with other companies to take reinsure in excess of two-thirds of the | Agency contracts in these localities. 
of their excess lines amount carried on an individual risk 
Three Principal Factors Connecticut will not permit the insur- | 
It is not intended tl ticle to | BS Company to reinsure in any other | 0. J. Lacy, 

Ss not intena¢ mm this artick -lo compan nore th: e net amount . . ° P 
zo into’ a detailed discussion of the | ONC company more than the net amount] nq Vice-President in charge of Agencies. 
uestion of the amount wl should | ., sen | we laws which will permit the 

} | r < ‘ co r . < ; l I V lil | ri t 
1 I - , Ss “ipo remsurance ot the entir amount of 
Se it should Ye | risk upon receiving permission from the | 
1 | Sof t oO say however! " a = 4. 





Credit for Reserves 


Storia ftp Sew amar aniermreene || SIX YEARS OF PROGRESS 





ount of business in ! t average | business reimsured le Stat g il 
s, and Ss surplus It will allow credit if t surat . A 
: ) es , = End of Year Insurance in Force Reserves ssels 
w col iny 1¢ sed to transac Sit 
xactl S t bus Ss » the etat \ considerable nur er of || ‘ 
he state consideral umber | 1916 $1,504,904 $9,77! $429,373 
s ge s o es will not allow credit for the re-}| 


company has a surplus | ¢ aie poets sels pines ces if the rei surit g 1917 3,014,388 43,502 678,555 





C SIZe ¢ ! ther, it can afford | company is not licensed to transact || 
: ‘ wap 3 larg r net retention tl bene 1s ot ss mM the state. in : 1918 4,507,824 100,914 775,154 
Ae s ania ‘the amount which the in rotted a fennel aig = . i Dae Sint | _ 8,556,794 205,203 941,380 
uri ¢ company hould reinsurs ind | company to | deducted from the pre- | 
relations ip of this amount to tS | mium tax nti ot the insuring com- | 1920 12,112,174 365,286 1,127,761 
naximum retention, cach company | par Other states tax the insuring ]}} 
ore uf fess of lw ‘nya om aie ent premens|ly. $16,331,992 $574,921 $1,367,692 
only $5,000 it is clear surance premiums receiv: Georgia, ° 
y hold its ager Missouri and Nebraska, apparently tax|| Surplus to Protect Policyholders - ~- $757,992.36 
essary for it to reimsurt oth the msuring and the reinsuring P y 4 
irger_ amount proportionat company, This is double taxation and Assets $2.06 for every dollar of Liability, 
ca ot a larger company = t e jJustihed from any point of and a corps of live satisfied agents. 
— re ee Se oe Yearly Renewable Term 
ov y ae — 7 — neo ne = SS Re Inst ine in tl Ss country is con- Th Sh d h Lif I C 
swing policy’ for 100000 and rein- gc anes Gatielyapon ae wo] 2 M@ SMenandoah Life insurance Company 
$5.000 is probably too extreme. It ia ete * etc lerm. On this plat | ROANOKE, VIRGINIA 


would appear that if a company could 
only retain $5,000 that it should not 


write a larger policy than $25,000 and 


+] eras * nce | as — : . . , 
a remsurance is ¥* duced each ye 4d , Genera and District Agency openings in Arkansas, North Carolina, 
s ( he unt reinsu in- Fon’ j 
he reserve on t ANOUNT Te ure Virginia, West Virginia and New Jersey. 
° ‘reases, the insuring company paying to 
reinsure $20,000 s} Id . rne a ; rs : 
phe “ re ' 1 It should a a the reinsuring company a non-partici- | On Agency matters address—W. F. Macallister, Agency Manager. 
mind that le larg oOlicies 7 ( ' . : 
, — oo Ss : pating yearly renewable term premium 























| 
; at the attained age of the insured and} 
the then amount at risk. The rates for} 
Wanted Actuary this wort: of reinsurance are generally | Oo ized 1871 
Openir oot, , : based on the American 3% pe reent | Tones 
pening with good Western Company) . 
G , table with a small loading of from 5] . ° ° e 
iv ce, reference and present || percent to 10 percent and instead of a| ife insurance Company of Virginia 
positi alary desired Address first year commission it is usual to pro- | . er 
B-2, care The National Underwriter vide in the agreement that the first | Richmond, Virginia 
year’s reinsurance premium should be Oldest, Largest, Strongest Southern Life Insurance Company 
att of » peaniar erenaiam I . . - 
‘ one-half of the regular premium, No Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
y 


renewal commissions | $50,000.00 and Industrial Policies from $12.50 to $1,000.00 


ARE YOU See a Condition on December 31, 1921: 


Coinsurance. On this plan the re- 
; . ' ‘ ‘ - ren Asseis..... cendaveokedseeucdabecauevenseuete eee 
Capable of efficiently handling insuring company exactly duplicates Liabilities Sessa ceeesaeenanredienrscetPeres rey ream: , Pion leans 


the coverage of the insuring company, 











a Home Office force—of : : 
tome ( fice f< rce of i small, and the remsuring company is paid a Capital and Surplus............... OE AG RSIS HOME OS Te 3,199,303.09 
but substantial Life Com anv ‘ . . » received bv Insurance in Force eosesesececees Coecccceseceseesecesesese 214,188,461 .00 
: _ A } d pro rata ot the premium receives Vv P to Policvh Id 1,897,435.45 
located in Northwest? the insuring company; the reinsuring ayments to Soucy = Rea esess Se Gee = ee eee ee <shatas ats ns “ . 
If : company paying first year and renewal Total Payments to Policyholders since Organization............. $27,720,705.42 
I til ang you Possess executive commissions at the rate paid by the JOHN G. WALKER, President 
ability- Give references Salary insuring company. The reinsuring com- 
expected—in first letter. pany also allows surrender values and 
dividends at the rate of the insuring 
Address B-4, care The National wets . F . ,"Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes 
; - a a ’ a company. buyer of “Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement $1.00. The 
Underwriter. A reinsurance agreement between National Underwriter Company, 1362 Insurance Exchange, Chicago 

















companies can be made on either of 
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- | the above ‘plans and can also be either | ecutives of the smaller companies and 
| | automatic or facultative. On the auto- | outweigh any other pro’s and con’s and E\ 
| matic basis the insuring company where | actuaria! tables of comparative costs. 
| A M EF R | CAN LI F F it retains its full maximum retention is Principal Features 
obliged to cede to the reinsuring com- . ; Nc 
pany its excess insurance up to a stated | . It may be well to review the principal 
amount which is generally 100 percent features that should be covered in an 
| R IN RA of the retention of the insuring company | #¥tomatic agreement on the yearly ell 
E. e 'and the reinsuring company agrees to | M¢wable term plan for standard risks, 
\f| accept the same. On the facultative | 45 that is the form of reimsurance which 
|{ | basis, the insuring company is not obli- | the majority of companies are interested 
OFFICES : |i | gated to submit its excess insurance to | ™- aes S 
: the reinsuring company, but may sub- 1, Automatic Participation and Form fir 
DALLAS, -- 1000 Main St. mit a case or not as it deems expedient, | Of Reinsurance, In each case where the S 
. and the reinsuring company is free to | imsuring company within a stated pe- at 
CHICAGO, 29 S. La Salle St. reject or accept each case ; mum retention, it must cede automat- ~ 
. ically to the reinsuring company its ex- th 
Automatic and Facultative cess insurance up to 100 percent of its an 
Under an automatic agreement if the own retention, and the remsuring com- hi 
e - |{ | insuring company desires an amount of | pany must accept the same—the rein- to 
Prompt Service from Both Offices if | reinsurance in excess of the amount] surance to be on the yearly renewable 
| im. . , ai | which it can cede automatically, such | term plan, for the net amount at risk, s 
| First in Service Second to none in Security. excess can be submitted on the facul- that is the initial amount of the rein- pis 
tative basis, either to the reinsuring | surance less the reserve on the amount pr 
company which receives its first surplus | reinsured. If the agreement is to cover ; 
| or to some other company with whom | the insurance of excess disability bene- 
| | the insuring company has reinsurance | {its and double indemnity, provision E 
| | relations, : : should be made for these features. o: 
: } In considering the relative merits of | o Mode of Cession. The clerical pro- oe 
A. C. BIGGER FRED D. STRUDELL an automatic or a facultative _agree- | cedure should be set iorth by which the o 
} President Secretary & Actuary | a. oe * 7 — Aan ungs a | insuring company within a stated pe he 
| | eligngpmet eA yotinmeccncray. Ngee nd riod atter issuing its policy, notifies 
s — ne So t remsur- | the reinsuring company that it is auto- 
ance to place and has an experienced matically ceding reinsurance for a cer- 
underwriting and medical department, | , ; , F the applicatior 
an automatic agreement is unquestion- oar Rng ss oe we oe oe ees : 3 
ably the best, as it enables the insuring policy and other papers @ connection - 
" " company to issue a policy for a consid- with the insurance ot the insuring com- S 
G tR bl L f ] C erable amount without waiting to hear | P@") being sent with the automatic ces- I 
réa epu 1c ] e nsurance ompany whether or not the risk is acceptable to sion ; Che reinsuring company issues to it 
the reinsuring company, the msuring company a certificate Ol il 
LOS ANGELES, CALIFORNIA De remsurance : 
epends on Medical Department Revivals ‘ 
’ : If the insuring company’s medical 3. Revivals. If the insuring company a 
° department is not thoroughly “peri- “re , Lancia . — oe hs s 
Capital, $500,000 Fully Paid enced and consequently has not lamund a : hich ' ni i ea h: . : 
that risk must be looked at from the vom oe BP eas oon apy laon cel oui t 
GREAT OPPORTUNITY FOR LIVE MEN ErOUp and’ not. ae_an ndividest from | MAtically follows the action of the in- 
group and not as an individual trom ¥ . t j > 
the colina of Vicw ol the nN edical practi- ae Sees ote od tha the Pa 
tioner, a facultative agreement with a | S@™™S company within a stated period 1 
H. S. BRIDGEWATER J. R. RAILEY larger and more experienced company alter reviving its msurance, notwnes the 
325-331 Title Guaranty Bldg. 401 Dallas County State Bank Building is unquestionably the best It fn | ee ee = — h revival 
St. Louis, Missouri Dallas, Texas occurs that where a large rjsk has been and forwards copies ot an papers = 
Mgr. Missouri and Kansas Mer. Texas and Oklahoma turned down by one of the older com- | COMMection with the vival. The insur- ( 
panies for good and sufficient reasons ng company pays to the reinsuring , 
the agent then immediately endeavors | Company in the next monthly account ‘ 
W. H. SAVAGE, Vice-President and Agency Director to place the risk among the new com- ; the past due reinsurance premiums with I 
panies. interest at the same rate as paid by its i 
policyholder. 
Depends on Company's Size | t Premiums. A table of the pre- 

Taking up now the question as to the | miums to be paid by the insuring com- | 
preterence of the insuring company for | pany to the reinsuring company for the 
coinsurance or yearly renewable term | yearly renewable term reinsurance and 

Th Fk & reinsurance, experience indicates that | also for the disability benefit and acci- 
eS ar! ) ers an ers the deciding factor is the size of the in- | dental death benefit reinsurance, if any 
x suring company modified in a measure} In lieu of any first year commissions 
by the interest rate which it earns on | the usual practice is to provide that the 
Life Insurance Company its) mvestments The medium sized | first year’s reinsurance premium shall 
and large companies almost invariably | be taken at one-half of the tabular rat 
preier to place their excess business | No renewal commissions 
a : P under a coinsurance agreement, while 5 Payment of Reinsurance Pre- 
Invites Ins pection——Inquiry of Integrity the smaller companies generally prefer | miums The premium on the reimsur- 
a vearly renewable term agreement, as | ance should be paid on an annual basis 
I such an agreement enables them to |} without reference as to how the pre- 
It Issues build up their assets through retaining | mium of the insuring company is paid. . 
PO LICI ES THAT ATTRACT the entire reserve. _ Where the insur- | If the insuring company’s policy lapses 
ing company has a high average inter- | for the nonpayment of a quarterly or 
‘ = ; ; : : est rate, the excess interest carned on | semi-annual premium, and the insuring 
And maintains a relationship with its Agents that the reserve held by them on the amount | company has paid an annual premium to 
creates a genuine spirit of loyalty between Agents reinsured will in a few years tend to| the reinsuring company, a_ refund is 
and Company compensate tor the loss of the mortality | made of the unearned premiun It is 
profits on that portion of the risk rein- | also usual to provide that the reinsur- 
. . . . sured. There are, of course, other fea- | ing company is bound as the insuring 
Home Offices; Wichita, Kansas tures which enter into the question, but company is bound, no matter whether 
the two mentioned are apparently the | the reinsurance premium has been paid 
|} deciding factors in the mind of the ex- | or not. 
a amen 
EDWIN A. OLSON, PRESIDENT 
Insurance in Force $75,000,000 Assets $7,512,613.17 Surplus $635,128.94 
Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. A special low premium BUSINESS 
and PROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. Disability Income 
and Double Indemnity Provisions. 
THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 
For Agency Openings Address: GILBERT KNUDTSON, Vice President Home Office, 30 N. La Salle St., Chicago, III. ‘ 
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MAKES UNIQUE RECORD 


EVANSVILLE’S BIG PAYMENTS 





Notable List of Big Policies on Promi- 
nent Men Paid—Acts as Busi- 
ness Stabilizer 


EVANSVILLE, IND. May 29.— 
Isaac Pinkus, senior member of the 
firm of Pinkus, Mills & Pinkus, general 
agents of the Northwestern Mutual Life 
at Indianapolis, was a business visitor 
in Evansville a few days ago. He says 
that Evansville, incidentally, is having 
an experience absolutely unique in the 
history of cities of its siz He refers 
to the $600,000 or $700,000 that is be- 
ing paid into the community in life in- 
surance payments within the last month 
because of the death of five or six of its 
prominent business and_ professional 
men 

The late Benjamin Bosse, mayor of 
carried life insurance of 
$312,000. Most of these policies have 
been paid. Alfred Bernardin, president 
of the Bernardin Bottle Cap Company, 
who died here recently, carried life in 


Evansville, 


surance of $36,000 
Estates Safeguarded 
“The loss of men of the prominence 


of the late Mayor Bosse, Alfred Ber- 
nardin, Fred Riechmann, D Walker, 
A 


S. V. Levi, Arthur Eitterman, A 
Brentano and Tom Hutchinson, its ot 
itself a dire calamity. One shudders to 


imagine the keenness of this loss if there 
was no life insurance to safeguard their 


estates and their business interests 
against their untimely taking away, 
said Mr. Pinkus. 


“I do not believe any community in 
the United States of the size of Evans- 
ville has ever had an experience where 
so much life insurance money was paid 
into the community on so many promi- 
nent men in so brief a period of time. 


Of Value to Community 


“If the general public thoroughly un- 
derstood the stability and dependability 
enjoys throughout be 


would be 


that a community 
cause of life insurance, there 
many times the amount of msurance 
in torce than is now the cas¢ 
Evansville is indeed to be co1 
lated that its leading business at 
fessional men are so alert and wt 
vake on a subject which bears t 
tremendous relation that lie imsurance 


does to the virility and stability of the 


Nebraskan’s Good Record 


Ther is a young mal in \ isha 

8 23 cats ¢ ad) wl » | ( ly 

| ne«< nce wo oO sa 
, ed S mpany’s 1 ree n 
9? 1 Hi yrot ove S400 00 y b 
n ~ st yea I S USTTEss 
\ ] l b t d | ot to 
Clayt W Woods epresenti tl 
Ihio Nat il Life 


Life President’s Big Policy 
I. C. Stribling, president of the Union 
tional Life of Houston, Tex 
uta $500,000 policy on his life 


is taki 


no 
ne 





LIFE 


OUTLOOK BRIGHT FOR 
EASTERN COMPANIES 


(CONTINUED FROM PAGE 1) 

they were being put off until the busi- 
ness depression had eased up. hey 
have no reason to complain on that 
score at the present time All classes 
are buying. The best sales argument 
night now is the need for protection 
agamst the inevitabl state, 
federal and inheritance 





taxes, 


“Our record tor April shows the 
highest production in the 21 years oi 
the agency's existence. This business 
was all on the annual premium basis, 
only 6.5 percent of it term. The fact 


that the two largest poiicies were one 
tor $130,000 and the other for $50,000 
conclusively that the accomp- 
lishment otf $1,000,000 paid-for was not 
due to a large amount of term business 


shows 


o1 to large cases. Our record was 
made possible by strengthening our 
sales organization and injecting snap 
into the men at meetings every Mon- 
day morning and Thursday evening 


and at night school, in addition to the 
fact that the money market is easier 
and the public more than ever has 
heen educated to the need for insur- 

thing, we have been 
t an msurance policy is a 


ance For one 
preaching tha 
cash bank account which can be drawn 
upon in times of unemployment or 
ckness We use the chain 
system in getting prospects Chat is 


endless 


cach policyholder is asked to suggest 


the names of six friends.” 





"aul Loder’s View 


Paul Loder, superintendent of the | 
hiladelphia agency of the Provident ! 
Life & Trust, said that May, 1921, was | 
au exceptionally good month for busi | 
ness, but that for the first three wee ks | 
of the present month (May, 1922) pro- | 
duction was double that of the same | 
period last vear | 

“There are many reasons tor this,” | 
he explained “Inste ad of using the | 
making tew | 
another day, | 
mood indicated, our | 


old artistic fashion of 
calls one day and many 
just as the agents | 
pressure for | 


number ol 


are now using a_ steady 
business—the 
( Ils every day. 


maximum 


“Outside factors also have helped us 


1} governmen lid a big thing tor 
the lite msurance agent when it set 
$10,000 as the size of policy a buck 
private should carry The solid met 
chant who thought he was pretty well 
‘ 1 


covered with $5,000 began to sit up and 


take notice Che war also taught men 


the uncertainty of their businesses and 


the need tor business insurance The | 
infiues i epidem1 riddled the theory 
that there cannot be epidemics in this 
counts 1 mors rhe fact that a 
" 1 ri d di the flu a fi davs 
iter he had been passed as fit by a 
] s n { x mer ] J ur iishe 
gC elling argumen 


ne sel g it! sphere s 1¢ ter 
| ¢ s buo ne the % yp] 
+7 + 
mor ne han the 
‘ ‘ w inte Wi iV 
s } Ti rade, but of cours¢ 
; th neiderahble 
( grad s st ere, Considerable 
rd work must still be done in rolling 
1s S We al reas 
yecncy st but do it oT i 
est a i move throw s ba } 
\ vr it bei } d to sell in the 
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Great Southern Life Insurance Company 
DALLAS—-HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 


Write 
F. W. GRIFFIN 
Supt. Agencies or 
Houston, Texas 


E. P. GREENWOOD 
President 
Dallas, Texas 

















CALIFORNIA STATE LIFE 


Insurance Company 


SACRAMENTO 


With more than $5,000,000 of assets and over $45,000,000 of insurance in 
force, after ten years of successful operation, is now constructing a 10-story 
Home Office Building. T 


its home state the Company offers very attractive agency 


) carry out its plans for intensive development of pro- 


Gucing agencies il 





contracts to experienced, live, energetic salesmen who bear proper credentials. 


Come to California where you can work every day of the year under pleas- 
ant weather conditions, amidst a progressive people and pleasant surroundings. 


alifornia State Life salesmen are making a record of average individual produc- 


tion. If interested address 


J. R. KRUSE, Vice President 








Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| W. D. WYMAN, President 





Th s Company s always pursued those policies in t C luct of its ness t ve ta g 
pany F ; se J 
reputation for stability and fair d 

Has always 1 | v yholders 

Ha ways e st ‘ i atativ to de p and hold 
' 

Its 5 Vv ts give t I i ‘ t same t e, the in 

pol 


Winfield S. Weld, Supt. of Agencies. 











District Managers for 
Good Locations in Ohio 


WANTED 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 











LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Secretary 


LA FAYETTE, INDIANA 


A. E, WEREHOFF, President 














16 THE NATIO 


mer, there’s nothing to it. August has | that May gave prospects of an 


always been my best month, person- | bigger increase over April. The 
ally. The prospect can be convinced | quarter of this year was conside 
more easily m warm weather, but it! better than any quarter last ye 
takes more effort to convince him. If} ihiladelpkhia. Elsewhere business 
there is a let-down during the sum-| spotty. In a few localities there 


mer, it's because of the agent himself, | decreases 


business psychol- | not uniformly 


so good as in the 
Superintendent 


not because of any 
according to 
Virginia 


ogy.” 
Need to Cover Estate 


R. S. Snead, a big producer for the 
Philadelphia Life, said life insurance 
is selling better at the present time be- | 
cause dwindling of stocks and bonds 
furnished a powerful argument for 
coverage of an estate by life insurance, Life 


count of the good apple and to 


crops. 


in order to leave the estate where it Midland Life, M § 
was originally Mr. Snead said there is | country because the agents are now able Nat ton rve, Kan 536,008 ett 
a new feeling in the air which impelled | to get over the roads. The bad roads Phos ay <¥ Conn. “318685 2 
people to give more attention to insur-| made it almost impossible to reac h | preferred, Kan. .. 2 276.309 
ance many farming communities. Where 5 
A. M. Hopkins, superintendent of | agents are putting in a full day’s work The San Francisco office of the 
agencies of the Philadelphia Life, said | the business is coming. Companies say | pecticut Mutual Life, for 30 years in the | 


the company’s April business was 10; that the contests carried on in 
percent greater than that of March and! showed that business could be pro 


srabl: 


Business in the country is 


Hopkins 


is doing unusually well at the | |} 
present time, he said, largely on ac-|]}] , 


Business Reviving in Country 


insurance men say that business 
has revived to considerable extent in the 
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|ANNOUNCES SUMMER COURSE 


| Life Insurance Salesmanship School at 
University of Denver Plans 
Interesting Session 








city, 
KANSAS 


bacco 

Paid For 
American Life, Mich 172.938 2,103, 
Equit. Life, N. Y...G 2,065,106 2,535 
Equit. Life, N. Y...O 2 
Guardian Life, N. Y 





May Mills building, 


luced | building on the eleventh floor. 


| 
In Force | 






will be moved this month | 
to the new California-Commercial Union | 





ance Company in 1921 was upon application 
insured in the Company. 


The assignable cause for this is found in the Nort 


Careful Selection 
No Foreign Business 


ficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 


THE NORTHWES 


Ss 


a ye , 
oe “ 4 yee 


Insuring Only Males 
Low Death Rate 


Safe Investments 


PN 





™ 
*5 
4 


Milwaukee 


COMPANY 


45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 


s of members previously 


Its Policyholders Repeat 


hwestern business policy of 


No Rebating 
No Twisting 
Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


TERN MUTUAL 


INSURANCE 


Wisconsin 








a policy lower in cost than many others and can still go 


represent be outdone in service. 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 


into any community, confident in 


the knowledge that the protection they offer cannot be bettered nor the company they 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 


I. D. WALLINGTON, Supt. of Agents 











THOMAS J. OWENS, President 


Capital, $200,000 
All of the stock is held by a few substantial business men 
of Indiana who believe in the ability of the management to 
build a real life insurance company. 


partments o 


If you want to be affiliated with an institution that has real red blood in its veins—that 





DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., INDIANAPCLIS 


NO ORGANIZATION EXPENSE 


CLAUDE T. TUCK, Secretary 
Occidental Building 


Surplus, $100,000 


Managed by men experienced and familiar with all de- 


f life insurance work. 


Ne offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 


has all the elements of growth and permanency — 


Tell us where you want to work 








Life Insurance Sal 
manship of the University of Denv: 
has sent out the announcement for 

summer term, June 26-Sept. 8 TI 
course includes class work in practica 
life insurance and salesmanship, pri 
functions ot 


neiples of sales 


cipals of life insurance, 


lite imsurance and pri 


%;/manship (applied psychology). rhe 
‘| students are also given actual selling 


3} experience, with a mimimum of 1 


| hours in the field each week required 


Prof. E. H. Howbert is director of the 
| school I advisory commiuttec 
icludes J. Stanley Edwards, Aetna Life 


|} chairman; Cyrus K. Drew, editor “In- 
surance Report;” A. Norman Dempsey) 


Guardia Life J. S. Fabling, Pacifx 
Mutual Life: L. H. Baine, National Lifs 
}ot Vermont, and O. C. Watson, Mutua 
1] 1 


California State Life Leaders 


| The Souther Calitornia Agency 
ithe Cahto State Life v lead 
mpany’s field) organization § in 


number of men qualifying for the next 


annual convention of the “El Capit 

| Producers Club,” which will be held 

| the Hotel Tallac, on Lake Tahoe, July 
11-13. Plans for the trip to Lake Tah 

}contemplate picking up the del 
from Texas and Oklahoma at Los A: 
geles, and from this city the jourm 
will be continued by auto, via the 
Ovw s valley it t] 1 
( nt Me bership ml the El Ca t 

| Producers Ch s based « 1 1 

it Mduction t t les t S1 oon 

du Lil¢ ( Cal 

Berkshire Agency Meet 

| Che annual conference of the officers 

| ind ene l igents of the Berks] 

} Life will 1} held t the home <« ce 
lune 6-9 inclusive Chere will be a pre- 
liminary organization meeting June 6 
to be followed by a three-day ‘discus 


vital problems in the busi 
general agents will take up 
iwrency problems, ' 
lection, the various forms of insuranc 
protection, inheritance 
tax, business insurance and policy loans 
and have outlined for them the new 
forms issued by the company 


Che last session 


S1lOn On the 
ness Che 
medical se- 


soliciting, 


such as credit 


poli \ 
will be an open discus 
whatever the general 
bring before the 


sion on te 


agel 


wish to meeting 


Changes to Stock Basis 


The North American Life of Omaha 
has filed amended articles of incorpora 
tien with the secretary of state of Ne 
braska, which authorize the company to 
change from the mutual, level premium, 
legal reserve plan to the stock legal re- 
serve plan. The capital of the company 

placed at $100,000, and the application 
sets up that the change of plan will be 
made as soon as the business can be de- 

loped and changed over. The directors, 
including G. L. E. Klingbeil, president; 
George L. Haslam, vice-president; D. D. 
[lall, secretary-treasurer; W. W. Young, 
attorney, and E. M. Reynolds are to con- 
tinue in charge of affairs until the annual 
mecting of stockholders provided for in 
the amendments. 


Is 


Great Northern in More States 


The Great Northern Life of Wausau, 
Wis., has received its license from th: 
Illinois, Michigan and Minnesota de- 
partments and the license has been ap- 
proved by the Iowa and Kansas de- 
partments This gives the company 
which is affiliated ‘with the Central Busi 
ness Men's Association of Chicago, au- 
thority in most of the territory covered 
by the accident running-mate. The ad- 
ministrative office in Chicago is organ 
| izing for an extensive writing of life 
I business throughout the new territory 
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ind fifteen-year net cost totals. B 








ales ( olumbian : Sr ae aad — a Te gives you something absolutely new and different to talk to your 
and witnout Cas tues ! 
ive — Pee me prospects. Gives you a chance to earn more money than you 
t ne mportant Gepa 1 ol general ° 
a ms — are now making. , 


rl . 6 inf ation has been enlarged i 

tica Nat ‘ L f placed :m the back instead of the front | | Our Life Insurance Contracts contain the most up-to-date clauses 
rit ona I e of the book br ate known to the Insurance World. The Accident and Health gives 
,_o ane Sue full protection for at least a third less cost than regular casualty 
7 Insurance Company _ The Manual I ligest is tl companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 















































a Boston, Massachusetts menes o ioe Seateey, 28 
| . . — vom aoe es _ be Farmers Bank 
x ARTHUR E. CHILDS, President tion Ja 1 annual stat in ¢ Reliance Life Insurance Company of Filtsbergs baldine Pittsburgh, Pa, 
io.  ——————— : st ) ’ id up me te! d rr > t 
m7 Issues the best ny as 30 policies; and com i, yTt —- 
ual forms of policies see thence Praag my!» Seay A reagiet yy gE 
of Life, Accident over 100 pages of reserve, mortality anc UPaRee 
and Health Insur- ones being added 1 OF DES MOINES, IOWA. 
ance. Cash Offer for Each Mistake We issue all standard forms of Life Insurance Policies. Every policy 
There is no life ural : b protected by Deposit of Full Legal Reserve with the State of lowa. 
" | = } 
x " === ————— , a 
DD ] iT l In Business Since 3 | 
Our Complete Protection 7 
Combination is the ideal form of 
insurance coverage ol “io 
c subscribers to examine the book LIFE maukante peas Se, 
iT Dav t i ( oO | OF BOSTON. MASSACHUSETTS 
M riber preter 1 ol Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
t lek les } . industrial plan at all ages. It also insures against total and permanent disability. Policies 
e ' p ts ’ 4 . ‘ ‘ of the company are made secure by reserves maintained on the highest standard, with ad- 
} ie ; - . , ditional! contingent recerves providing protection against all emergencies. Information and 
Eureka ife Schneider s 24 essol sur Advice on any matter relating to Life Insurance is Available at any time through the 
: >’ lackson’'s “Eas ‘ r An Agencies or Home Office of thie Company. 


e Insurance Pesan ge ges _ wie — eS <7 - os ee ec OY 1 | on ee = 1 @ 1) | 
Co. eee (©) Tie OHIO STATE LIFE 
D ; a LIFE. HEALTH, ACCIDENT«-c MONTHLY INCOME INSURANCE, 


OF BALTIMORE, MD. eS cunys without advertising, and its | (aaa LATEST POLICIES AND AGENCY CONTRACT Fa Yan) 


Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 


























. Incorporated under the laws of piety “g no “sy ae : a ae at 
Maryland, 1882 te . aed only . fe w hu dr d copie Ss are 
leit. If any Tife insurance man has not |! PMhiladelphia Life | C 
} vet ord “eo his copy tor 1922 he will do lia e phia ire nsurance ompany 
We Issue ar in. cee ae ae Foe Saemectn ; ie ae - ; 
ane an i Maat Meee If you live in Illinois and if you desire to establish 
Standard Ordinary and Ciecheuiell. Gide, for ide cony, which, { a Local General Agency in your city, 
Ind * P i a desired will be sent on ten days’ ap ADDRESS 
i yrova 1 privilege of return if not . . 
, ustrial Folicies prow ’ with priv ge of return Bes Manager of Agencies or Michael Montague, State Agent 
is mentioned he will be given the bene- 111 No. Broad Street 1416 Mallers Buildin 
g | 
) J.C. MAGINNIS fit of the company quantity rate until Philadelphia, Pa. Chicago, Ill. 
President further notice | 
eee Correction Is Made 
ony = , . 
lige | ur eee O88 a8 the 2000 cline of th ECRET OF OUR We have a contract for you under which your 
J.N. WAR ELD, Jr. “Little Gen Life Chart” appear the > UCCESS IS : a. » end oeas 
sedhesecanes oer Pn gg AD ae gg I Beas One meee income will be limited only by your activities. 
States Life and the Wisconsin Life. The ” 2 
DR. J. H. IGLEHART ee ee ae eh ee A REAL PROPOSITION FOR A REAL MAN 
Medical Director | be listed as follows Western States 
. ’ DETROIT 
Life: H. J. Saunders, president; J. V.|1 FEDERAL CASUALTY COMPANY, miditin 
wrey. president and L. A. Reran. assist- Cash Capital, $200,000.00 V. D. CLIFF, President 
|} ant secretary, 
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‘ 
i A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 


Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in HOME OFFICE 


the sum of all its Benefits, is unsurpassed SPRINGFIELD, ILLINOIS 


for net low cost and care of interest of all , 
An Old Line Legal Reserve Life Insurance Company 


members. 
The P M | A Company of Service 
e renn utua Service to Policy Holders Service to Agents Service to the Public 
Life Insurance Company Operates under the Famous * “Registration Act” which requires the reserve on every policy issued to be deposited 
. . and held in Trust by the Insurance Department of the State 
of Philadelphia Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


On January 1, 1909, Rates Were Reduced A few good openings for good live producers in Mlinois. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 


and Valves Increased to Full 3% Reserve. 
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THE TWIN CITY LIFE 


Insurance Company 
MINNESOTA 


‘$4,421,000 


SAINT PAUL 


Insurance in Force, 


Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
We are not trying to make a record for size, but we do write a 
nice clean business, combined with real service to policyholders. 
If your viewpoint and ours agree, we can do business with 


each other. 
WRITE US 


A. M. MIKKELSON, Secy J. IVAN RHEA, Supt. of Agents 

















Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the «ged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed— because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 

















More Than 174 Million Policies Now In Force 


America have 
A study 





Only four other life insurance companies in 
more policy contracts in force than this company. 
of the following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 19,245,028 89,596,833 265,197,626 


\ttractive opportunities open to agents in Ohio, Indiana, Ken- 


tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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EXPECT LIFE COMPANY SUITS 


Probability of Cases Being Brought in 
Mississippi for Recovery of 1921 
Premium Taxes 


There seems to be a strong probability 
of suits against a number of life compa- 
nies operating in Mississippi in 1921, for 
premium taxes. Suit has already been 
filed by Stokes V. Robertson, revenue 
gent, against the National Life & Acci- 
dent ef Nashville, along with seven fire 
companies. ‘Two deputies from Mr. Rob- 
| ertson’s office have been in the insurance 
| department a great deal of the time re- 
| cently, and have examined the statements 

of the companies, covering their 1921 

transactions 

There is some 
la large Eastern company 
licensed in the state since 





talk of the withdrawal of 
which has been 
1902. 


Wisconsin Sales Conference 


| 
| 
| 
| 
| 
| 
' 
| 
| A. Frazier, agency manager at 
Milw: ot of the Bankers’ Life of Des 
| Moines, presided at the annual Wiscon- 
fo conference, attended by 50 
a rents of the company for Wisconsin 


aw 


at Milwaukee. “Prices of farm prod- 

are largely in excess of — in 

114, Between Feb. 1 and May 1, this 

| year, there has been a tot il increase ot 
$1,118,000,000 realized from farm com- 
modities,” O. R. Jackman, regional 
sales manager of the Bankers’ Life said. 


Mr. Jackman has made a complete sur- 
vey of conditions and reported that the 
increase in the amount of exports of 


farm products to Europe was the cause 


of the rise in price. Others speakers 
were G. S. Nollen, vice president of the 
company, B. N. Mills and John, W 


Hogan 





| 
| 
| 


| special 


| tan Life: Rupert I. Fry, F. J. Tharinger 
umd A. A. Naulin, Old Line Life. The 
party returned lrriday night after touring 
the trade territory for live days, stopping 


| Standard 


| the debris can be cle 


| 


| home office 


| 


|} pany of 


' 


| 
| 


| after 


| Cranefield, a: 


wetees Men on Trade Trip 
Several 


spent the 
! 


life underwriters 
a trade promotion 
other local business men un- 
auspices of the Association of 
‘ommeres The trip was made through 
southern Wisconsin and northern Illinois 
occupying a week Reservations on the 
train included Albert E. Mielenz, 
\etna Life; J. W. Massachusetts 
Mutual Life: C. J Metropoli- 


Milwaukee 
past week on 
trip with 125 
1 ~ 
der the 
( 


Briggs, 


Kallmeyer, 


to boost Milwau- 


at various cities enroute 

kee and its mdustries 
Jefferson Standard’s Building Plans 
1 he 


wl ich 


old Guilford County Court House, 
was acquired by the Jefferson 
Lite of Greensboro, N. C, five 
ago, is razed and as soon as | 
ared away the founda- 
laid for a magnificent new 
building. The contract was 


years being 


tion will be 


June 1, 1922 





YOUR NAME 
1% 1332 
fru Pencils Build N 


Good Will and Bring Results 


Turn your prospects into 
; customers and your cus- 
3 tomers into friends by 
presenting them _ with 
SF high-grade Advertising 
: Lead Pencils, printed 
with your advertisement. < 
f No other advertising spe- 
py cialty costing little 
money is useful to 
everybody—so sure to be 





so 


so 





Wee rl We et ie 





' 

e 

F kept and used—so certain 

to make a favorable and 

i lasting impression on the } 

t minds of those who get ! 

them } 
| 


Samples and quotations on request 


in id’’ in Ray 


r Ico n waste 


hand is worth 
basket bd 








NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, III. 








“THE COMPANY UF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


DES MOINES 18.7 Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 














warder ‘y to the Fuller Construction Com- | 
New York and the building will | 
$2,000,000. The company hopes to 
new home within 15 months | 
started. 


cost 
Océ upy its 
work is 
Agency Meeting at Eau Claire 
George A. 


Boissard, president, and Paul 
sistant sales director of the 
National Guardian Life of Madison, Wis.. 
met with the agents of the Eau Claire dis- 
trict under General Agent Archie V. 
| Hlurst at Eau Claire, Wis. About 20 at 
|tended the meeting, which closed with a 
banquet and a theater party. The com- 
| pany officials made addresses on the points 


ae : : ; 
of selling life insurance. Plans for a sum- ! 
mer campaign were also discussed. 

C. W. Estes, state manager for the 


| Shenandoah Life in South Carolina, 
| headed the agency list in personal pro- 
duction for April He thus nosed out 
| Gaylord Davidson, who had held first 
| place continuously since July, 1921, at 
| which time the latter was on his vaca- 
|} tion. Only twice during 1921 did any- 
|} one hold first place but Mr. Davidson. 

Cornett, of the home 


j . . 
Both times S. M. 

office general agency at 
| held the top position. 





Va., 


Roanoke, 


HOME LIFE INSURANCE CoO. 
NEW YORK 
— A. MARSHALL, President 
Ar 








ual Re sport shows: 





Premit ims received during the 
Dhoecccveseveszeacconcacases $6,990,547 
Policyholders and 
ciaries in Death 
dowments, Dividends, 
Sak. . Genapbeenepanidiesibeiidusnasane 4,740,340 
Amount added to the Insurance 
Reserve Funds............ccceee. 2,121,307 
Net Interest Seem from Invest- 
eee 1,964,050 
($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.44% 
of the amount expected, 
Insurance in Force............sees- $223,116,887 
pS a aes 43,222,328 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern 
Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 
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The NATIONAL UNDERWRITER | 


20 





XUM 


Jun 


1922 




















June 1, 1922 


LIFE 


INSURANCE 


EDITION” 











19 





| MODERN BUSINE 


GETTING METHODS | 





Los Angeles Life Underwriters Offer 
Valuable Suggestions as to Methods of 
Meeting Objections Made by Prospects 


N interesting and valuable sympo- 
A sium on methods of meeting cer- 
tain objections raised by prospects | 


to the purchase of life insurance fea- | 
tured the May meeting of the Life 
Underwriters’ Association of Los An- 
geles. 

The first of the group of objections 
was: “Not now, but I like your com- 
pany and promise to buy from you 
when I am ready.” Some of the 
answers volunteered were: “Can you 


give me a guaranty that you will be in 


shape to get it when you are ready?” 
“We do not want to jeopardize the 
welfare of your family by having you 
make such a promise and keep other 
good men from writing you.” “Hand 
him a card reading, ‘I promise to be 
alive and in good health Sept. 19, 1922,’ 


and ask him to sign it.” 


“I'll Think It Over” . 
and “I’m in Debt” 


Objection No. 2 was: “I'll think it 
over.” Answers volunteered to this 
were: “I know three men that were 
going to think it over and they died 


within 90 days.” “Our company: turned 
down over 15,000 persons last year who 
thought it over too long.” “I talked to 
a man two weeks ago who was going 
to think it over, and today I fixed up 
the proofs of death for his widow.” 
think every intelligent man should think 
this over, but what have you to think 
over—you don’t know vet whether you 
can obtain insurance.” 
The next objection was: “I’m in debt 
Answers 


and want to get clear first.” 

volunteered were: “Insure the debt.” 
“If you die without insurance, can your 
widow pay the debt?” “If you find it 
hard to pay a small amount, how do you 
expect your widow to pay a large 


=), 
amount? 


Good Intentions Would 
Not Help Your Widow 


Next on the program was a 
three objections, each of which 
answered by W. K. Murphy, general 
agent of the Northwestern Mutual, as 
follows: 

1. “When | am 
know.” My answer to 
“Fine, I appreciate your 
of me and | that you feel 
wife and family need the¢ 
but if anything should happen to 
before you are ready, your intentions 
would do them no good. You should 
have this protection right now, shouldn't 
you?” “Yes, but I am not ready, I tell 
vou, and I will call you when I am.” 

“I don’t want to see that family of 
yours go unprotected tor three months, 
will try to fix it for you. I will 
sell you an option of $10,000 ordinary 
lite for three months. This option will 
protect your family fully, just as if you 
took insurance at this time. At the end 
of three months the option will expire 
and you can then take the insurance and 
the annual premium for it at that 
For this option you will have to 
an examination and 
will hold good for three 
and for the insurance also. If, there- 
fore, in the meantime you become unin- 
surable, you can still get the insurance. 
For this three months the option will 
cost you $28.70 for the $10,000.” This 
very often looks mighty good to the 
prospect and he takes an option. At the 
end of the three months go to your man 


group ol 
was 


ready, | will let you 
that would be 
consideration 
that you 
protecti 


see 


so | 


pay 
time 
have 


tion months 


as if there is only one thing for him 
to do, not convert, but to exercise his 
option. The figure of $28.70 I have 





so | else to 


| company, especially when there are 
many poor excuses for delay and so 
nany good reasons for immediate ac- 
tion. Because the opportunity to act so | 


quoted is the quarterly premium on a 
convertible term policy. 
| Start Small, if Necessary, 

and Then Build Up 

2. “I wouldn’t carry less than $5,000 
and cannot afford that now.” I would 
say to the man giving this objection: 
“Young man, the great business men 


of this country, including the elder Mor- 
gan, Carnegie, Schwab, Ford, 
Frick, all started in a small way. They 
made their start at the lowest rung ot 
the ladder, they learned to first 
and afterwards to walk. | emu- 
lating their example. You want $5,000 
of insurance. Possibly when you are 
able to carry that amount you cannot 
get any; $1,000 or $2,000 taken now will 
be much better than nothing at all when 


creep 
advise 


you will be in actual need of it and 
can’t get it, for you know there is one 
day in every man’s life on which he 
passes from the insurable to the unin- 
surable class. Consider also the item of 
your annual deposits. How much bet 
ter it will be all through your life to 


deposit each year a lower rate on $2,000 
than a higher on the entire $5,000 
Start small, young man, and build, not 
at the top with the ever-present possi- 
bility of a fall.” 


rate 


Marriage License and 
Insurance Go Together 


“IT am single and do not need lite 
| insurance. After | am married is time 
| enough.” 

In answer to this I would say: “A 


; are 





that examina- 


marriage license and an insurance policy 
natural companions; they go hand 
in hand. When you ask that sweetest 
girl in the world to place her life in your 


keeping, your case will be stronger and 
will be presented with greater conh- 
dence if you know in your heart that 


you are promising to keep her not only 
during your life but during her life as 
well. She will be more inclined to 
answer the great question in the affirm 
made 


ative if she knows you are a man 

of the unselfish stuff that protects his 
loved ones for all time—it shows the 
capacity of true love.” 

The next group of three objections 
was answered by William Meador, man- 
ager of the National Life & Accident 
as tollows 

i. “I’m glad to know you, but do 
talk insurance to me.” The answer 
this question is very siniple. Find the 

in’s hobby and then approach 
through same. The study of human n 


that an agent 
him up 


so developed 


can 


glance at a man and size 
instantly. He can soon learn what this 
man’s hobby is and get close to his 


t through his hobby. 


Don't Delay; You Can’t 
Be Sure of Tomorrow 


neart 


2», “Not quite ready; see me in three 
months.” The answer to this is: “Do 
not delay, because you cannot be sure 
of tomorrow. A thousand things may 
happen to make you uninsurable in one 
hour from now Cite illustrations, If 
you haven't any, find some. Because 
you cannot buy it cheaper next week 
than now. Why delay if there is no 
financial profit in it? Because it’s your 
duty and the only time to discharge a 
duty is now. Because your attention is 
centered on it, you have considered its 
value and the importance of the step; 
the responsibility is now upon you; the 
spirit of action may not move you again 
Because you may be dead when your 
excuses for not acting now are all re- 


moved. Because procrastination is a 
thief and you can’t afford to keep such 


Field and | 





favorably will never come again. 
foolish 


man can see an opportunity; a 

one will say “Not today Because you 
don’t have to wait until you feel like 

It isn’t a question of emotion but one 
of good business sense. Because you 
are going to be married and are going 
to promise to protect her—do it now. 
Because you are building a home; you 


may die before it is completed 


Answering Man Who 
Has Bought Automobile 


3. “Cannot afford it, I’ve just bought 
1 new automobile.” 1 would meet that 
objection this way: “If you can afford 
to buy pleasure for your family, why 
can't you buy protection. You have 
bought the machine on the instalment 
plan. In case of death, who will meet 
the payments. You have your automo- 


bile and your home protected by insur- 
ance; why not protect your family by 
insurance on yourself? Who will buy 
the gasoline after your death. An auto- 
mobile is a luxury. Why sacrifice the 
future of your children for the sake of 
a luxury? The money you spend for 
today will buy school books 
for your children after you are gone.” 

The next group of three objections 
were answered by Theo, A. Waltrip, as- 
sistant manager of the Pacific Mutual 
Life, as follows: 


Using “Bump,” “But” 
and “Boomerang” Methods 


rhe 


percent 


gasoline 


answers 90 
but there are 
meeting the 10 
“bump” 


uncertainty of life 


of all objections 
three or four methods of 
percent that remain. First is the 
method. The emphatic denial. Give the 
objector a jolt that he cannot forget 
and make your denial so clear and posi- 
tive that there can be no comeback 
Second is the method. Admit that 
what he says has truth in it but 
here is another way to view it. Third 
method. Turn his 

argument for 
dust. Fourth is 
Simply ignore or 
and State the 
and attractive 
about the ob- 


but” 
SoTc 
is the boomerang’ 
against into an 
him eat his 
“bypath” method 
lorget nis objections 
proposition in such new 
terms that he forgets all 


jections 


jection 


M ake 


own 


made 

Objectio l it costs too 
You can apply the “bump’ 
! \ something like 
end, you are mistaken. It 
much, neither does it 
little As a matter of tact it 

+ | 


Take 
much.” 


this 


Does Depositing Money 
in Bank “Cost Too Much?” 


You've got to s vy me Say the 
t ; agent 
money bank 
ton nu Not at 
put the money in 
the future 
will draw 
later. Life 


you have simp 
he bank to draw against in 
You do not know wl you 
it, tomorroy next 
nsurancs 
lrawn when the policy ma 
tures or at vour deat! Should this pol 
icy of on which the annual de- 
posit is become a claim in one 
vear, would your estate say it too 


much? Or ld it } 


$10,000 
$250, 
cost 
recome a claim in 
your executor say it 
cost too mucl [In 30 years you will have 
deposited but 75 per cent of the amount 
your estate will draw out and your ex- 
pectancy ot life is but years. It is 
therefore ny too 
mucl The ry cor- 
rect The ret 
your valued 


should 


years, would 


Oss!1 ib le OT 
are scientifically 
deposits 
There is 


it to cost 
ites 
bec 


uired ome 


most savings no 
cost.” 
Second objection 


money. I 


“IT want to control 


my own don’t need someone 


A wise | 


To this objection I 

would use the “boomerang” method, 
somewhat as follows: “That is exactly 
what you can do. That is, after you 
have made deposits enough to make 

worth while, you can do what you 
please with it. It is yours to control as 
you like. Your policy will have a cash 
value, a loan value, a collateral value, a 
paid-up insurance value or a family 


handle it.” 


protection value, a dividend value and 
a personal value that covers your 
options that you can use. Furthermore, 
life insurance is the one best method 


by which you can control your money 
after you are gone. I will submit an 
insurance program that will help you to 
provide an income for your wife and 


daughters as long as any of them live. 


\s to your second statement, that you 
do not need anyone to handle your 
money tor you, I agree that you are 
quite right. But you do not know what 


your physical or mental condition will 
be in ten years from now or what your 


financial condition will be at age 65. 
Nineteen out of every twenty men are 
objects of charity in their old age.” 
Man Whose Business 

“Will Protect His Family” 

Third objection: “If I die my busi- 
ness will protect my family.” Here is 
an opportunity to use the “but” method, 
something like this: “That may be true. 


Let us hope so. But, after all, it is only 
a hope. Statistics based on actual ex- 
perience are against you; 98 percent ot 


business men fail before age 65. Seven- 
eighths of all the money left by married 
men for their dependents is derived 
from life insurance. All cash and all life 
insurance, when it is paid in a lump 
sum, is gone at the end of from five 
to seven years. What evidence have 


you that your business and your family 


will be an exception to the rule?” 
Specific Answer to 

“It Costs Too Much” 

Chairman A. A. Dewar called upon 
Manager George A. Rathbun of the 
Equitable of New York to relate an ex- 
perience, of which he knew, that was 
applicable to the objection, “It costs 
too much.” Mr, Rathbun responded as 
follows: 

“We had a death claim some months 


where a man died at age 72. He 


igo 


had taken out an ordinary life policy at 
age 21. You would say that the ordi 
nary lie would be a costly proposition 
to a man living to age 72, but the divi- 
dends that accumulated had been such 
that his premiums at the end of the 
term were practically nothing, and in- 
stead of having a loss he had a profit of 
$457 on each $1,000. That did not in- 
clude interest, but the man died in such 
a condition, financially, that it was all he 
left to his estate I think that is the 
answer showing that life insurance does 
not cost anything.” 

lo the objection, “No, I am 60 now, 
ind insurance costs too much,” the fol 
lowing answers were volunteered: “You 
have one consolation—you will not have 
to pay the premiums long [nsurance 
Is Just as good a bargain as it ever was, 
and just think of all the premiums you 
have not paid during the years that are 
gone.” 

In case of the objection I have a 
triend with another company and I’ve 
promised to give him my business when 
I’m ready,” it was suggested that the 
prospect be asked for the name of his 
friend. If he was not stalling he would 


reaches tor 
and tell 


then 
triend 


busine ss 


the agent 
call up the 
and get the 


give it, and 
the phone to 
him to come 


Matter That Concerns 
Not Wife but Widow 


Arthur J. Hill, assistant to the presi- 
dent of the National Association, and 
member of the Northern California 
Association, referred briefly to his 


own experience in meeting objections 








20 
and offered the following sug- 
gestions: “Do not recognize an objec- 


tion the minute it is raised and argue 
against it. You may win your argu- 
ment but you will lose your case, be- 
cause ‘A man convinced against his will 
is of his own opinion still.’ Instead of 
meeting the prospect’s objections, go 
ahead and talk to him about something 
else. When a man talks to me about 
his wife objecting, I tell him that this 
is a matter that does not concern his 
wife but his widow, who will receive the 
money. Make your prospect differen- 


tiate between excuses and reasons. In- 
sist on his giving a reason for his 
objections. When a man asks me what 


it will cost, I tell him that the cost to 
my company will depend entirely upon 
when he dies—that there are two costs 
—our cost and his cost.” 





Form Virginia Plico Club 


The Virginia Plico Club was organ- 
ized in Richmond last week at a get- 
together meeting of Virginia agents oi 
the Philadelphia Life at which Clifton 
Maloney, president of the company, was 
the principal speaker. Mr. Maloney 
spent two days in Richmond. Officers 
of the club are: Charles E. Bowden, 
Richmond, president; C. M. Guthrie, 
Hopewell, vice-president; F. M. Ballen- 
tine, Newport News, secretary. The 
vititing agents were guests of C. P. Wil- 
kins and W. H. Dorin, of the Wilkins 
& Dorin agency, Richmond, who are 
state agents for the Philadelphia Life. 


Improved Business in South 


Southern agents say that business has 
revived during the last few weeks. 
There is a better feeling in the rural 
communities. The price of cotton has 
advanced and this has brought some 
hope to the hearts of the farmers. Com- 
panies and general agents are going as 
far as they can in financing business. 
The banks are still unable to do much 
in the way of taking premium notes. 
In some cases, however, they are will- 
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ing to take these notes if they can give 
the life companies certificates of de- 
posit. The local banker is able to dis- 
criminate so far as the notes are con- 
cerned. The companies are better off 
because the certificates of deposit draw 
interest. It is stated that it will take 
two or three crops to get the farmers 
back to normal conditions. 


Possibilities of New Home Office 


Just now the home office people of 
the Indianapolis Life are much inter- 
ested in the possibilities of a home of- 
fice of their own as the company re- 
cently purchased a _ choice site of 
ground on Meridian street just above 
Eleventh, 120 feet frontage by 195 feet 
deep which may be used for that pur- 
pose. Mr. Manly says that this may 
be the outcome but not likely within 
the next five or six years. 


Travelers New Departure 


At the closing meeting of the Book- 
staver Agency of the Travelers in New 
Yerk city last week, announcement was 
made that the Travelers will consider the 
issuance of additional insurance up to 
$10,000 to every policy holder now on the 
books between the ages of 20 and 55, 
whose existing insurance in the same com- 
pany does not already exceed $90,000, and 
to whom life insurance had already been 
issued at standard rates within the last 
two years. This is a decided departure 
from regular lines and it was shown that 
if properly capitalized by the agent, un- 
limited additional business can be secured. 





Federal Life in California 
The Federal Life of Chicago has been 
admitted to California to write life, acci- 
dent and health business. 


Contemplate Loan Extension 


E. I. Devlin, head of the real estate 
loan department of the New York Life, 
and Walton P. Kingsley, also of that 
company, spent several days in southern 





California last week on an inspection 
trip in connection with the company’s 
contemplated increase of its loans and 
investments in this state. From there 
the members of the party continued 
their trip north, which includes stops in 
San Francisco, Sacramento, Portland 
and Seattle before returning to New 
York. 


To Open Los Angeles Schools 
The life insurance salesmanship 
school, which will be given under the 
auspices of the Carnegie Institute, will 
open in Los Angeles July 5 and con- 
tinue for nine weeks. It will be under 
the direction of Griffin M. Lovelace, di- 
rector of the Carnegie School. The 
maximum number which may be en- 
rolled is 130. There are vacancies now 
for about 25. Frank E. McMullen, man- 
ager of the ‘Massachusetts Mutual Life 
at Los Angeles, is chairman of the com- 
mittee in charge of the school. 


State Life Gets Another 


DES MOINES, IA., May 31.—Rein- 
surance of the Occidental Mutual Life 
of Salina, Kas., by the State Life of 
Des Moines has been tentatively ap- 
proved by the insurance commissioner 
of Iowa. The arrangement puts an ad- 
ditional $4,000,000 of business on the 
books of the State Life, giving it $28,- 
000,000 in force. The Occidental Mu- 
tual operated only in Kansas. 


War Clause Loses in Oklahoma 


The Oklahoma supreme court, in the 
case of Alice Barnett vs. Merchants 
Life of Des Moines, holds the company 
liable under a policy issued to Cecil M. 
Barnett, who died of bronco-pneumonia 
while with the marines in France, al- 
though the war clause was attached to 
the policy. The court holds that the ap- 


plication and policy constitute the en- 
tire contract of insurance and that an 
agreement to modify or restrict the 


terms of the policy by attaching a rider 





thereto violates the statute and is void. 
It is also held that the evidence does 
not show that the insured died as a 
result of military service nor that the 
military service contributed to his death. 
The clause attached read: “Any* time 
the insured shall engage in military or 
naval service in time of war he must 
secure the company 's consent and pay 
the extra premium.” The lower court 
decided in favor of the company, but the 
case was reversed on appeal. 





Visited Southern Offices 


Vice-president G. S. Nollen and Ac- 
tuary J. E. Flanigan of the Bankers 
Life of Des Moines spent the first half 
of May in a tour of the southern agen- 
cies. They held a series of agency 
schools at Kansas City, Tulsa, Okla- 
homa City, Dallas, San Antonio, Mem- 
phis, Nashville and Louisville. The 
end of their itinerary found them at 
Louisville where they witnessed the 
famous Kentucky Derby May 13. 





Business Has Revived 


for the Bankers Life of 
Iowa in the A, E. Nickelson agency at 
Sioux Falls, S. D., were assembled for 
a school of instruction the first Satur- 
day in May and they stated that the 
life insurance business in South Dakota 
is now just as good as it ever was. The 
agency pledged a production of $300,000 
for May in honor of C. C. Blevins, 
superintendent of agents. 


Salesmen 





Organizing New Company 


Leading members of the Protestant 
Episcopal Church are incorporators of 
the Church Life Insurance Corporation 
of New York. 


Reliable Life Change 


Louis Hufft has resigned as presi- 
dent of the Reliable Life of Louisiana 
and has been succeeded by Steve Ha- 
zenthaler. 





Digest. 
participating policies. 


Columbia (314%) 
Company No. 1 (3%) 
Company No.2 (34%%) 
Company No. 3 (3%) 
Company No. 4 (3%) 
Company No. 5 (3%) 
Company No. 6 (3%) 


THE COLUMBIA LIFE’S favorable experience as to mortality, 
interest earnings and home office expense is reflected in the com- 
pany’s 1922 dividend schedule, as published in the Unique Manual- 
The company writes a full line of participating and non- 
Take a few of the larger companies noted 
for their low cost and compare them with the Columbia, all figures 
from the Manual-Digest’s “20-year Illustration” 


Ordinary Life—20 year Net Cost Total, 1922 Dividend Scale 


Age 25 Age 35 Age 45 
$312.78 $412.03 $583.41 
330.81 433.29 615.38 
323.65 436.65 638.46 
296.38 389.95 553.01 
299.05 392.23 552.86 
312.87 408.88 571.27 
292.58 385.48 547.81 


In the Little Matter of Net Cost 


The above companies 


of Vt. 


fair consistency. 


We have an Interesting General Agency Opening. Also a 
Special Opportunity for a good life man to go in as man- 
ager of the life insurance department (salary and com- 
mission basis) of a big fire insurance agency which has 
taken our general agency in an important city. 


Operates in Ohio, Indiana and Kentucky. Nineteen Years 
Assets $2,200,000. Surplus nearly $300,000. 


Old. 


are the Mutual Benefit, Northwestern 
John Hancock, Connecticut Mutual, Mass. Mutual and National 
These companies are known as among the best in the land. 
The Columbia believes it can maintain the schedule adopted with 
Its other policies will show up equally favorably. 





THE COLUMBIA LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


Sumner M. Cross, President 











XUM 











UM 











EXPERIENCED CO-OPERATION 


The Agent out in the field actively engaged in soliciting 
prospects is the man to whom the Home Office of the UNION 
NATIONAL LIFE bends its every effort to equip with 
every possible aid in battering down opposition. 


Its officers have always been agents and always will be 
agents in spirit and fact. The sincere helpful suggestions 
and co-operation eminating from the Home Office are of valu- 
able aid to the agent out in the field striving to sell a most 
worthy commodity. Exceptional opportunity is awaiting 
you when you communicate with— 


The Agency Department 


Union National Life Insurance Company 


Houston, Texas 
J. C. STRIBLING, President J. M. YOES, Secretary 





WHEN BETTFR POLICIES ARE WRITTEN 


THE NATIONAL RESERVE LIFE WILL WRITE THEM 





NATIONAL RESERVE 
LIFE. INSURANG oe 


GEO. GODFREY MOORE, *resseenr 
2 See 








Sea 








HOME OFFIC E TOPEKA, KANSAS 





ve Me eccere | The National Reserve Lif 
District Managers al Neserve Lile 
ant Wrote more business in its own 
Salesmen home state last year than 51 other 
fer companies, beating its nearest 
ARKANSAS competitor, one of the big Eastern 
IOWA ‘ Companies by over $3,000,000. 
KANSAS 
MISSOURI 
NEBRASKA We Want Real Producers 
OKLAHOMA 
TEXAS 
UTAH Men who wish to succeed in 
Don’t del acl building for themselves a future 
Dont delay, sen with the fastest growing Life 
in your application Insurance Company in the Middle 
right away. West. 

















Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 
olhttion 
Contract direct with the 
Company. 
-_,= 
Over $125,000,000 of in- 


surance in force. 





== 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism’ ’ and the splendid co-oper- 
ation between the Company and the Agency Staff. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 
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This Improved Trust Plan 
Will Help You Sell Policies 


The Union Trust Company of Chicago, in co-oper- 
ation with leading actuaries and insurance counsel- 
lors, has developed an Insurance Trust Plan that: 


1. Adds 100°, to 300°, to the insured’s 
Family Estate. 


2. Produces the largest ultimate Estate 
consistent with continuous pro- 
tection. 


3. Secures a well-recognized advantage 
in connection with U.S. Income and 
Inheritance Taxes. 


So great has been the interest among leading 
insurance men, and so effective has this plan been 
in stimulating results for them, that we believe 
every insurance representative will wish to give it 
close study. 


Graphics and figures bearing upon the plan, to- 
gether with consumer literature, may be had on 
request. 


UNION TRUST COMPANY 


Madison and Dearborn Sts., Chicago 
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“ Wider Field— . 
An Increased Opportunity = 








Because we have Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e. Annual, 


Semi-annual or quarterly premium plan. Participating and Non- 


Participating Policies. 
Same Rates for Males and Females 
Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 


Standard and Substandard Risk Contracts, i 
less work for nothing. 





“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 


ADAMS ST. 


‘Spiq [849p24 





The Company has its Home Office in 1 its | own building at 166 W. Jackson ~~ 
Blvd. running through to Quincy and Wells Streets, right in the heart [| | 
of Chicago’s Financial district. | Exchange | 





